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New approach to lube selling means added income for oil marketers 


Jobber keeps TBA volume high by sharing profits with his employes 


A McGRAW-HILL PUBLICATION THIRTY-FIVE CENTS 





portable equip 
you a complete, : 
lubrication department. 


Here’s beauty — efficiency —economy for any lubrication 
department . . . large or small. The “Marshall” Line is 
designed to give you years of efficient, trouble-free oper- 
ation that saves man-hours, lubricants, dollars! These 
modern units are sure to attract new customers and keep 
them coming back for expert lubrication service. And, 
best of all, the “Marshall” Line is priced right . . . to give 
you top value per dollar invested. All “Marshall” units 
are fully portable and will handle 100 lb. Eastern or 
Western drums. See them today! 


] High Pressure Chassis Lubricator—Air Operated* 
High pressure “Atomic” pump. Complete with hose as- 
sembly and control valve. 

2 Gear Lube Dispenser — Air Operated* 


Unequalled for rapid dispensing of gear lube from orig- 
inal 100 lb. drum directly into rear axle or trans- 
mission. Has “Atomic” pump. 


Marshall” 


ment now gives 


uniform 


3 Waste Oil Drain 


Bowl extends full 66”! Drains any gear case when car 
is on lift. Bowl has hinged splash plate and strainer to 
prevent loss of plugs. 


4 Gear Lube Dispenser —Hand Operated 
An efficient, easy to operate unit. Complete with 5-pint 


meter and hose assembly. Air eliminator prevents pump- 
ing air through meter. 


Automatic Transmission Oil Dispenser — 
Hand Operated 


Filtered delivery assures only clean, uncontam- 
inated oil reaching transmission. Meter registers 
in quarts. Air eliminator prevents pumping air 
through meter. 


*Powered by the Sensational “Atomic” Pump — 
Factory-sealed, pre-lubricated! Efficient, completely de- 
pendable. Positive priming — no air pockets — no adjust- 
ments. Unconditionally guaranteed for 27 months. An 
Alemite exclusive ! 


ALEMITE 











A complete line of dependable products for industry 


PETROLEUM 


PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAC 
PETROHOL 
Methyl Ethyl Ketone 
Dewaxing Ai 


Isopropyl Ether 
Reference Fuels 


SURFACE COATING 


PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
Secondary Butyl Alcohol 
Secondary Butyl Acetate 
Isopropyl Acetate 


cetone 
Methyl Ethy!l Ketone 
Ethyl Ether 
Isopropyl! Ether 
Dicyclopentadiene 
Naphtheniec Acids 
Iso-Octyl Alcohol 
Decy! Alcohol 





PETROHOL 91 
PETROHOL 95 
PETROHOL 99 
Iso-Octy!] Alcohol 
Alcohol 
Tridecyl Alcohol 
Dicyclopentadiene 


Isopropyl! Ether 
Tripropylene 
Tetrapropylene 
Aromatic Tars 


cetone 
Methyl Ethy! Ketone 
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In the Petroleum Industry 


Where performance counts 
you can count on Enjay for... 


Uniform, High Quality 


ONE 


VISCOSITY INDEX IMPROVERS 


Refiners and marketers of leading motor oils see 
the trend toward new standards of motor oil per- 
formance. Top performance in High V.I. motor oils 
calls for careful selection of viscosity index im- 
provers. Ask your Enjay representative for the 
facts on why that selection leads to a choice of 
PARATONE. 





The Enjay Company has long been recognized as 
a leader in the development and marketing of high- 
quality products for the oil, surface coating and 
chemical industries. Backed by greatly expanded 
plant and distribution facilities, the Enjay Com- 
pany is supplying a constantly growing list of 
chemical products to many different industries. 


Be sure to call on Enjay for your chemical needs 


ENJAY COMPANY, INC. 
15 West Sist Street, New York 19, N.Y. 
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Behind Our Headlines 


Change is constant in the oil busi- 
ness. Maybe that’s why the industry 
seems always to be involved in con- 
troversy. 

It moves along so rapidly, in giant 
seven-league strides, that the politi- 
cians, certainly, and a variety of others 
are never quite sure that what they 
thought they saw really happened. Or, 
if it did, are suspicious of how it was 
brought about. And so they up and 
holler and raise a fuss. 

What we're getting around to saying 
is that, being sort of a part of oil 
business ourselves, we like to think 
of NPN as being always on the move, 
too—in constant forward stride with 
an industry that just doesn’t know how 
to stand still. 

The supporting evidence? Well, it’s 
all about you in this issue of NPN— 
on the front cover, here on this very 
page and right on to the end of the 
book . .. a new format throughout. 
With every single change designed to 
enable you, the reader, to learn more 
from what you read and to do that 
reading in the shortest possible time. 

That’s the reason, for example, for 
the larger type face; for the greater 
use of illustrations; for the sharper 
headline and picture caption treatment, 
and for the grouping under section 
headings of subject matter falling 
within a particular category or field 
of interest. 

We hope you'll agree that all of 
these changes—and others, too—make 
for a definite improvement in NPN. 
But please don’t hesitate to offer any 
criticisms. We thrive on constructive 
suggestions, and the more the merrier. 


—Herbert A. Yocom 





VOL. 45—NO. 38 


News for September 23, 1953 


Ahead of the News 
Washington Staff Report 


Supply and Demand 

Refiners Cut Runs as Stocks Soar 
Prices 

Big Stations Play Important Market Role 
Lubrication 

A Service Contract to Boost Station Profits 


Government 
Senate Group’s Goal Is More Foreign Trade 


Stations 
Esso Gets Turnpike Stations 
Equipment 
Air Starters for Diesel Trucks Cut Costs 


New Equipment Items 
Personals 


Tires—Batteries—Accessories 
Jobber Shares Profits to Boost Sales 


Fuel Oil 
Sales Force Built from Scratch 


Regions 
Interpreting the Oil News 


Markets 


Prices at Refineries and Terminals and by Tank Wagon 
Light Fuel Oil Demand Begins to Rise 


Transportation 
Two New Product Lines to Cost $170 Million 


About Off People .... 22... ccccccveccnccccsccnccerncsssrscensees 52 
Coming Meetings 


Advertisers’ Index 





McGraw ML sao 
ADVERT! 

OFFICE: 6 

dent; Willard 

J. Cooke, 





September 23, 1953 + NATIONAL PETROLEUM NEWS 





Steps up Deliveries with WHITE3000... 
Extra Payload Tanker Cuts Delivery Costs 


. . « Shell American Oil Co., Kokomo, Ind. 


WHATEVER your fuel oil transportation 
requirements, the White 3000 is your kind of This WHITE 3022PLT has 10912 in. wheelbase, 
truck because it is tailored to your exact needs. 250A Mustang Engine, 10.00 x 20 tires, 

For city and suburban fuel oil deliveries, the will handle 6,000 gallon tanker. 
extra-payload tankers in White straight trucks 
mean more deliveries in less time. In transport 
service and for big deliveries, White 3000 
tractors add payload dollars, too! 

New maneuverability and safety . . . driving 
ease .. . and substantial maintenance 
savings make the White 3000 today’s favorite 
in the petroleum industry. 

Investigate it today. 


Tips its cab to service 


THE WHITE MOTOR COMPANY spor more THAN 50 YEARS 


Cleveland I, Ohio THE GREATEST NAME IN TRUCKS 


IN EVERY FEATURE... TOMORROW’S TRUCK TODAY 












































MORE PAYLOAD because of DRIVER saves time at every COMPLETE front-end accessi- SHORTER turning radius for 
new weight distribution, shorter turn... ot every stop. Low, bility because of power-lift cab. better maneuvering, and sub- 
wheelbase. Takes less space on curb-level cab saves steps and Savings of 25% or more in stantial savings in driving time. 
street and on the job. saves energy. maintenance made possible. 
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AHEAD OF THE NEWS 


Special Attention—Weekend price cuts on gasoline 
being made by some private brand stations in the Mid- 
west are due for serious treatment by large oil com- 
panies. One big marketer has already loosened its con- 
trol over division offices so that dealers “have met, can 
meet, and will meet” the “weekend specials.” The com- 
pany calls these specials “nothing more than price cut- 
ting that will have to be recognized by the industry if it 
grows to sufficient proportions.” Another large marketer, 
whose operations are not so flexible, is looking for a 
solution “without starting a price war.” The company 
finds private branders cutting prices 3¢ to 7¢. But by 
the time its dealers report the “sales,” it is Monday 
morning, and the private brand prices are back to 
“normal.” Major brand dealers complain of gallonage 


losses in proportion to the steepness of the private brand 
cuts. 


Supermarketing—Motor oil sales at grocery super- 
markets will get serious attention from many oil com- 
panies if a West Coast test run continues its fast early 
pace. The company making the trial campaign (backed 
by heavy advertising) reports sales are good so far. 
Furthermore, the volume of unadvertised motor oils on 
the shelves has gained. The company explains that its 
own sales promotion has given the competing oils a 
boost. 


Ready for Winter—aAt least two large refiners find their 
Midwest summer-fill campaigns have produced much bet- 
ter results than last year. They believe home storage tanks 
are at least 60% filled with heating oil. One refiner esti- 
mates its customers may be 75% filled, and possibly 85% 
Both have had aggressive summer sales campaigns. But 
they credit part of the better gallonage to a cool June and 
some filling of orders in the period after crude prices ad- 
vanced, but before tank wagon prices rose. Jobber storage 
of heating oil is less satisfactory. One of the refiners calls 
jobber storage only “fair.” But the other says jobbers 
with good credit generally have their tanks well filled. 
The refiners have kept their own outlying storage of 
distillates higher than normal. 


Antitrust Shift—The Justice Department has chosen a 
key man from its Washington office to be thoroughly 
briefed on the antitrust complaint filed against the seven 
West Coast major oil companies. Eventually, he is ex- 
pected to take charge of the case from William C. Dixon. 
Washington hears that Mr. Dixon is planning to go 
into private practice, although DJ Antitrust Chief Stanley 
Barnes has asked him to stay because of his experience 
with the complex suit. As head of the Pacific office of 
the DJ antitrust division, Mr. Dixon prepared the gov- 
ernment’s complaint. 
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The Heat’s Off—rThe recent steep drop from 100-degree 
temperatures has done more than merely halt gloomy talk 
of distillate price cuts in the Midwest. Now it has started 
comment that wholesale prices might improve a bit, as 
home burners switch on for longer periods each night. 
The cooler weather is a relief to refiners, who admit their 
contract jobbers were trying to “outwait” them, in the 
belief prices would drop if the heat wave lasted much 
longer. Many refiners also admit they used “every trick 
in the bag” in storage and transportation to maintain steady 
markets during the hot spell. 


Throwing Up Hands—Many station planners are ready 
to give up in their hunt for a way to use the empty space 
in gasoline dispensing shells after pumps are removed 
for remote-control pumping. The space is only about 
1 cu. ft. at the bottom of the housing—the rest of the 
interior being taken up with the meter and switches. The 
planners have just about decided the vacant area won't 
be much good, either for merchandise display or for 
storing supplies on the station island. 


Dying on Vine—The newest Michigan legislative probe 
of oil prices is doing a fast fade-out. The investigation 
was brief. No more hearings are scheduled. And the 
committee is not expected to report until after the next 
legislative session opens in January. Its report is expected 
to be routine. Michigan oil men close to the subject 
credit Joseph D. Hadley, secretary of the Michigan Pe- 
troleum Assn., with sounding the death knell of the 
investigation. They say it was a blow to the committee 
when Mr. Hadley (representing the Independent jobbers 
of Michigan) defended the recent price increases. He 
testified that gasoline prices in Michigan were generally 
at a lower index than other commodities, and that prices 
were not higher than in other states. 


New ONIC Chief—Standard of California’s public rela- 
tions manager, G. Stewart Brown, is reported in line to 
succeed Stanton K. Smith, of Smith Oil & Refining Co., as 
chairman of the Oil Industry Information Committee. 


Filler of Future—Oil packaging will be faster and cheaper 
when more companies follow Standard of California’s lead 
in using automatic barrel-filling equipment. Standard now 
has in operation at its Richmond, Calif., refinery a one- 
man machine that automatically compensates for variations 
in drum size and bung position. With an oil flow rate well 
over 200 gpm, the machine can fill two 55-gal. drums 
a minute. 


For more Ahead of the News 





AHEAD OF THE NEWS 





Two Years Away—Fuel oil distributors in the Pacific 
Northwest probably will not face competition from na- 
tural gas before the latter part of 1955 or early 1956. 
A final decision by the Federal Power Commission on 
rival applications by the West Coast Transmission Co. 
and Pacific Northwest Pipe Line Corp. probably will not 
come before next spring. Then it will take about 18 
months for either company to lay transmission lines 
and for local gas companies to build facilities. 


Margins Still Shy—Jobbers in some areas will continue 
pressing for higher margins, despite the increases this 
summer. Otis Ellis, general counsel of National Oil Job- 
bers Council, reports many Independents believe their 
suppliers are still paying too much attention to dollar 
profits. The jobbers want suppliers to translate profits 
into terms of actual equipment needed for replacement or 
expansion (trucks, storage tanks, stations). Mr. Ellis notes 
that even though the jobber’s profits may be up from 
his 1940 showing, he really is no better off, because prof- 
its have not risen as fast as the dollar has shrunk. As a 
result, says Mr. Ellis, the jobber is unable to match the 
over-all industry growth. 


. 


Crude Is Key—‘“Higher crude prices are here to stay,” 
an official with a large Midwest refiner forecasts. He 
thinks high production costs will sustain the June 15 
crude price increases, if nothing else will. He feels the 
current reductions in state crude allowables, and the 
refinery cutbacks, are a “must” to remedy the surplus 
threat. He adds that if allowables have not been cut 
enough, further reductions will be necessary. However, 
another refiner representative wonders if allowables will 
actually be reduced far enough. He notes that if refinery 
throughputs are cut deeper than crude allowables, there 
will still be crude lying around to be picked up at “bargain 
prices.” And this could start a rollback of all prices— 
crude and products. 


NPN Staff 


Three to Two—There is a trend toward two-pump 
islands at stations in the West—and away from three- 
pump islands. When large stations with a “sea of pumps” 
were in big demand several years ago, the additional 
pump was favored as contributing to the “multi-pump 
look.” But now the stress is on open-form layouts that 
invite motorists with their roominess. At such stations, 
a “mass” of pumps is undesirable, and the third pump 
becomes an unnecessary expense. Also, since most majors 
sell only two grades of gasoline, one pump for each 
grade at each dispensing area is thought enough. How- 
ever, some sceptics are wondering if the cutback in 
pumps won’t detract from a “busy” appearance, or in- 
crease motorist waiting time during busy periods. 


Avgas Competition—An aviation gasoline quality race 
may develop now that refiners will no longer be required 
to use a minimum of 4 cc’s of tetraethyl lead per gal. 
This minimum has been required by the Petroleum Ad- 
ministration for Defense Order No. 4, which is being 
revoked Oct. 1. Although avgas for U. S. consumption 
is still being produced with 4 cc’s of lead, some refiners 
are thinking of dropping to 3 cc’s. Such a cut would reduce 
the total avgas output of some refiners 1,500 to 3,000 b/d. 
But it could be done because there are “extra” avgas sup- 
plies in the market. Some refiners who previously bor- 
rowed avgas now are reported eager to repay with the 
product. 


Barrels Away—Armed forces demand for oil products 
from the Pacific Coast apparently will continue good for 
some time, despite the Korean truce. Instead of slacking off 
shipments to the Far East, the military is continuing to 
send drums of Diesel fuel and gasoline at a brisk rate. 
Some drum-filling plants have been busier than ever taking 
care of government orders. One company reports all 
its filling operations are going at capacity around the 
clock, and that it has enough business to maintain that 
rate through this year. 
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WASHINGTON 


Oil Men Need to Watch Farm Credit 


The nationwide trend toward de- 
clining farm prices and income defi- 
nitely should mean “go slow” to oil 
distributors in extending credit to 
rural customers, 

It has been costly enough to carry 
farm accounts for several months 
during more prosperous times. But 
now certainly is the time for firm 
measures to cull the weak from the 
strong. Let the banks handle the fi- 
nancial problems of the risky ac- 
counts. They have access to fuller 
credit information. 

Surely the farmer should, even 
with depressed prices, realize enough 
from his crops to cover what seems 
to be a relatively modest fuel bill— 
but not if the oil distributor has to 
stand in line behind other creditors. 


Tax Give and Take 


Political “trades” are less than a 
novelty in Washington—but political 
swapping of tax reductions for tax 
increases is somewhat off the beaten 
track. Yet that is just exactly what 
might develop next year. 

There probably will be a feud be- 
tween “downtown” and Capitol Hill 
over the national sales tax vs. the 
national manufacturers’ tax. Treasury 
Secretary Humphrey, who reportedly 
wants the sales tax, probably will lose 
this one. But he will insist that the 
budget remain balanced. 

The Treasury also is taking a re- 
newed interest in proposals to tax 
presently-exempt co-operatives, many 
of which have cut into jobbers’ oil 
business. The thinking is that maybe 
there could be a tax reduction in 
some quarters—yet leaving the reve- 
nue balance about the same by tax- 
ing co-ops. 

This might create an opportunity, 
for instance, for Congress to raise 
the exemption from the corporate sur- 
tax to at least $50,000—which would 
help the jobber. And, maybe all ex- 
cises could be dropped if a manufac- 
turers’ tax is levied. 


Refiners on Their Own 


Interior Secretary McKay will be 
hard to sell on the proposal (of the 
Independent Refiners Assn. of Amer- 
ica) that the government sponsor an 
industry program to withhold some 
refining capacity for defense use— 
even though he feels that, in certain 
instances, business should be given 
more leeway under the antitrust laws 


to handle industry-wide problems. But 
he also believes strongly in real com- 
petition, with the more efficient op- 
erator left free to pick up the marbles. 
Although he will concede that some 
new businesses may need government 
help to survive, he generally is op- 
posed to government aid for long- 
time operators who have failed to 
see the straws in the wind and are 
on the downgrade. 


McKay Has ~ompany 

It makes things so much easier if 
one man can be singled out as the 
“villain.” The United Mine Workers 
is using this attack right now in its 
effort to whip up public sentiment 
against the disposal of the Louisiana, 
Mo., synthetic liquid fuels plant. 

In its Sept. 15 issue of the UMW 
Journal, the union blandly assigns 
to Interior Secretary McKay the sole 
responsibility for the shut-down. It 
quotes Dr. W. C. Schroeder, former 
assistant Bureau of Mines director, 
as saying the plant should have run 
another year and a half to two years. 

Completely ignored is the fact that 
two congressional appropriations sub- 
committees, two congressional appro- 
priations committees, and both the 
House and Senate took something of 
a hand in this decision. As a matter 
of fact, we recall some very pertinent 
remarks in one committee report to 
the effect that the government should 
get out of private industry's hair, and 
the Louisiana plant was a darned good 
place to start. 


Something to Remember 


Recent stories about Prime Minister 
Winston Churchill’s “dressing up his 
biography so that posterity will have 
a comprehensive story ready upon his 
death” has caused some overzealous 
lobbyists here to put out their own 
advance obituaries. 


Chief among these is George J. 
Burger of the National Federation of 
Independent Business and perennial 
foe of the oil and tire industries. 
Newspaper editors were amazed re- 
cently when a long obituary type 
story reached their desks highlight- 
ing the career of Mr. Burger. He 
feels that, since men like Senators 
Taft and Tobey have been dropping 
off, the newspapers ought to have 
his complete story should anything 
happen to him. 


—NPN Washington Staff 
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“un ow, 
here's 
a book 
every 
oilman 
should 


Here’s a new book that can 
help you every day—in your 
business and in your contact 
with the public: 


“OIL PRICES ano COMPETITION” 


Written by Harold Fleming, a 
famous, independent financial 
writer, this book explains how 
prices are set at the jobber, 
wholesaler and dealer levels. 


Here are just a few of the in- 
teresting chapters you'll find 
in this useful, new book: 


e Economics of the Retail 
Gasoline Business 


e The Wholesale Gasoline 
Market 


e The Economics of Refining 
e Crude Oil Prices 


e Forty Years of Hard 
Competition 


Order your copy now—get 
extra copies for friends, edu- 
cators, editors and other com- 
munity leaders. 


Just 60 cents! 
“Oil Prices and Competition” 
costs only $.60 in paper-bound 
form, $1.00 in hard-cover bind- 
ing. Prices lower for larger or- 
ders. Today, write for your 
copies to: 


Amenican Perroieum Institute 
50 West 50th Street 
New York 20, N. Y. 








SUPPLY AND DEMAND 


Refiners Cut Runs, Stocks Soar 


Excessive inventories of oil products 
are causing more refiners to reduce 
operations in the Mid-Continent and 
on the Gulf Coast. Some of the cut- 
backs amount to as much as 30%, but 
most decreases are from 5% to 10%. 

Four more refiners joined the pa- 
rade late last week to swell the number 
reported in NPN’s Sept. 16 issue, p. 
21. The total now stands at nine. 

Latest refiners to cut back are: Con- 
tinental Oil Co., with runs reduced 
10% under August at Ponca City, 
Okla., Lake Charles, La., Billings, 
Mont., and Glenrock, Wyo. 

Cities Service Refining Corp. — 
Runs will be cut 7% beginning Oct. 1 
at Lake Charles, La.; current output 
is 150,000 to 160,000 b/d. 

Pan-Am Southern Corp. — Opera- 
tions reduced slightly over 5% at its 
Destrehan, La., plant. 

An independent refiner on the Gulf 
Coast—Reduction of 15%, or 4,500 
b/d, during the last quarter of 1953. 

Stocks Soar—Primary inventories of 
distillate fuel oil and kerosine soared to 
new records in the week ended Sept. 
12, according to the American Petro- 
leum Institute. 

A new high also was set for the 
amount of foreign crude oil included 
in U.S. refinery runs. It was 14,000 
b/d higher than the previous record 
of 709,000 b/d. 

Distillate stocks the past week top- 
ped the previous record of 122,008,- 
000 bbl. set in the week ended Oct. 25, 


1952, by 4,378,000 bbl. 

The record kerosine stocks exceed- 
ed the 36,171,001-bbl. mark reached 
in the week ended Sept. 29, 1951, by 
628,000 bbl. 

Refinery runs were down slightly 
from the previous week, but were still 
within 51,000 b/d of the all-time high 
attained in the week ended July 11 
this year. Gains were registered in the 
output of gasoline and distillate fuel, 
while kerosine and residual output de- 
clined. Primary inventories of all prod- 
ucts rose (see table below for details). 

Crude oil and condensate produc- 
tion averaged 6,506,100 b/d—down 
27,800 b/d from the week ended 
Sept. 5. 


Drilling Goal Cut—The goal for 
oil well drilling has been lowered by 
the Petroleum Administration for De- 
fense. But something should be done 
about it in the opinion of General 
Counsel Brown of the Independent 
Petroleum Assn. of America. 

He says PAD now regards the pres- 
ent rate of well-drilling as sufficient 
“for peace or war,” although wartime 
rationing might be necessary. 

He says this conflicts with a state- 
ment made last April by Navy Secre- 
tary Anderson to the effect that: Pres- 
ent production is not sufficient to meet 
U.S. and allied requirements in time 
of a national emergency . . . and that 
reliance must be placed on the drilling 
of new wells and the development of 
areas heretofore not fully developed. 





Summary of API Report on Refining Operations 


(U.S. Totals—B. of M. Basis) 


Production 


Crude runs—daily avg. 
Foreign crude included 
Percent operated .... 
Gasoline 

Kerosine 
Distillate fuel oil 
Residual fuel oil .... 


. . 143,487,000 
. 36,799,000 
125,664,000 
51,760,000 


Distillate fuel oil .... 
Residual fuel oil ... 


8 


Week 
Ended 
Sept. 12 Sept. 5 


7,216,000 
723,000 
93.6 

. 24,858,000 
. 2,215,000 
. 10,244,000 
8,816,000 


Week Increase 
Ended or 
Decrease 
(Figures in barrels) 
7,228,000 
678,000 
93.8 
24,805,000 
2,295,000 
10,075,000 
9,148,000 


— 12,000 
+ 45,000 
— 0.2 

+ 53,000 
— 80,000 
+-169,000 
— 332,000 


142,850,000 
35,901,000 
120,974,000 
51,030,000 


+ 637,000 
+ 898,000 
+4,690,000 
+ 730,000 


Allowable Reduced—tThe Louisiana 
Conservation Commission has cut the 
crude oil allowable for October by 
27,000 b/d. Currently the state’s al- 
lowable is 703,735 b/d. 


Oil Imports Dip—Total U.S. im- 
ports of crude oil and products were 
down 75,100 b/d in the week ended 
Sept. 12, as compared with the pre- 
vious week, the API reports. East Cali- 
fornia imports were off 34,100 b/d, 
and California imports declined 41,- 
000 b/d. 


U. S. Oil imports 


Week Week 4 Weeks 
Ended Ended Ended 
Sept.12 Sept.5 Sept. 12 
(bbls. per day) 
East of California 
487,600 
Residual fuel oil .. 
Distillate fuel oil.. 


569,500 
254,900 
10,800 


Total U.S. Imports.. 945,900 1,021,000 


Virginia Refinery — Pan American 
Refining is going to locate its proposed 
new 25,000 b/d East Coast refinery on 
a 1,000-acre site at the mouth of the 
York River near Newport News, Va. 
The company has options for the pur- 
chase of the intended site, and plans 
to have construction started within 
six months. Completion date is sched- 
uled for late 1955. 


Moran Gasoline Corp. last week 
received approval for rapid tax amor- 
tization on its Chandler, Okla., natu- 
ral gasoline plant by the Office of 
Defense Mobilization. Daily recovery 
capacity of the plant will be: 7,000 gal. 
propane; 80,000 gal. butane, and 10,- 
000 gal. natural gasoline. The tax 
write-off was $425,800 at 65% and 
$62,300 at 40%, with $2,000 dis- 
allowed. 


New Platformer—Taylor Oil & Gas 
Co. has started operation of its second 
Universal Oil Products Platforming 
unit. It has a design capacity of 5,000 
b/d of reactor charge and currently is 
producing 4,500 b/d of stabilized Plat- 
formate having 96 octane number 
when 3 cc of tetraethyl lead per gal. 
are added. Company’s other Platform- 
er, a 4,000 b/d unit, has been operat- 
ing at its Port Isabel, Tex., refinery 
since Dec. 10, 1951. 


NATIONAL PETROLEUM NEWS + September 23, 1953 





is not enough? 


The need for blood is greater than ever, not only for men 
wounded in combat, but here at home. . . to cure disease, to meet 
accidents and disasters, and to prepare for civil defense, 


Our quota can ONLY be met, if those who give keep on 
giving . . . regularly! 


You CAN give more than once , . . as often as every three months 
with complete personal safety. The more often you give the more often 
you save a life. For every pint of blood you give goes to someone 

who needs it desperately. 


Remember . . . once is NOT enough. Give blood again and again! 
Call your Red Cross, Armed Forces or Community Blood Donor Center 
for an appointment to give blood today. 


GIVE 
BLOOD 


» give it again and again 
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BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


If you can answer “yes” to most of them, 
you—and your company—are doing a needed 
job for the National Blood Program. 


HAVE YOU GIVEN YOUR EMPLOYEES TIME 
OFF TO MAKE BLOOD DONATIONS? 





HAS YOUR COMPANY GIVEN ANY RECOG- 
NITION TO DONORS? 


DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY? 


HAVE YOU ARRANGED TO HAVE A BLOOD. 
MOBILE MAKE REGULAR VISITS? 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM? 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION? 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE? 


HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY? 


HAVE YOU SET UP A LIST OF VOLUNTEERS 
SO THAT EFFICIENT PLANS CAN BE MADE 
FOR SCHEDULING DONORS? 


Remember, as long as a single pint of blood 
may mean the difference between life and 
death for any American . . . the need for 
blood is urgent! 


NATIONAL BLOOD PROGRAM 
F-116 








HIGHLY RECOMMENDED 


for low cost service 


CRANE 


IRON BODY — WEDGE DISC 


Clamp Gate Valves 


Low in first cost, as well as in upkeep... and 
look at their wide utility— 

Use Crane Clamp Gate Valves for steam; bot 
and cold water; crude, fuel, and lubricating oil; 
air, gas, and gasoline service. 

Also in food and chemical process industries 
for caustic solutions, alkalies, corrosive chemicals, 
and gases. 


You'll find Crane Clamp Gate Valves extra 
rugged, witha strong reinforced body and husky 
stem. Their compact design means a better fit 
for more places ...a saving on piping in many 
cases. And because of the simplified clamp con- 
struction, these valves enjoy wide favor where 
frequent cleanout is essential. The bonnet as- 
sembly and wedge disc lift out easily—the body 
stays in the line. Reassembling is no problem— 
the bonnet joint makes up tight and stays tight. 

Wide choice of regular patterns, all-iron or Crane Wedge Disc Clamp Gate Valves 
brass trimmed. On inside screw all-iron valves, eet tn ee heer oat as 
an improved self-draining bonnet prevents en- screwed or flanged end. Sizes up to 4 in. 
trapment of line fluids in the bonnet—protects pore barge a 
the threads, keeps the stem working smoothly. 

Send for Folder AD 1667 or ask your Crane 
Representative for full details. 


THE BETTER QUALITY...BIGGER VALUE LINE...IN BRASS, STEEL, IRON 


CRANE VALVES 


CRANE CO., General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 





VALVES - FITTINGS + PIPE - PLUMBING - HEATING 
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600,000 GAL. OF GASOLINE sold in August by this Dearborn, Mich. 


, Station shows that in the present market 


Big Stations Thrive on Price Appeal 


Today’s gasoline market is made to order for private brand 
station operators. Good gasoline supplies and the recent price in- 
creases have left the door wide open for low-price appeals to the 
motorist. Some larger private multi-pumps are enjoying good volume. 
Their position should continue solid. 


One of the many marketers capi- 
talizing on the gasoline-price situa- 
tion is an affiliation of private brand 
companies—Save Way Stations, Inc., 
and Giant Service Stations, Inc.—with 
headquarters in Philadelphia. Al- 
though they have many conventional 
stations, their stress now is on large 
outlets that can ring up big gallon- 
age—and thus make the most of 
favorable market conditions. They are 
able to get the gasoline they need. 
And with prices up, they have no 
trouble underselling average major 
brand retail prices by 2¢ or more. 

Tough Competitors—The majors in 
Philadelphia and several other Eastern 
cities have already had painful experi- 
ences with the keen competition this 
outfit’s big stations can offer. Detroit 
marketers got a lesson last month, 
when sharp price skirmishing followed 
the opening of the Giant station pic- 
tured above. 

Next week, Cleveland and Toledo, 
Ohio, may start learning the hard way. 
That’s when two more Giant multi- 
pumps are due to open in those cities. 

The Philadelphia group maintains it 
is not out to start price trouble. It 
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says that a certain percentage of 
motorists want gasoline for a price, 
without full service, and that’s where 
it comes in. 


Point Conceded—Major company 
men generally agree there is a place in 
the market for such “lower-price” 
operators. In fact one of them, Wil- 
lard W. Wright, Sun Oil Co.’s general 
sales manager, said as much in public 
this month. Addressing the Michigan 
Petroleum Assn., Mr. Wright stated: 

“I am sure that none of us ques- 
tions the right of the operators of 
large multi-pump stations to open 
these stations and test whether they 

will gain the ac- 
ceptance of mo- 
torists. I do not 
pretend to know 
what their future 
will be. But it be- 
hooves all of us 
who are in gaso- 
line marketing to 
watch carefully 
how the public 
reacts, in the long 
run, to this type 


W. W. Wright of operation. It 
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may well be that a trend is being es- 
tablished toward larger stations in 
certain areas.” 


Here to Stay—One fact should make 
such big stations a continuing force in 
the market: Gasoline supplies prob- 
ably will continue ample for a long 
time, barring war. Refiners are now 
building a reserve gasoline capacity 
as a result of their cutting back crude 
runs. Such a reserve will probably pre- 
vent gasoline tightness. 


What kind of competition will the 
big private brand operators offer in 
the future? A look at how the Phila- 
delphia group operates gives some of 
the answers. 


BEHIND THE STATIONS 


The organization moving into De- 
troit, Cleveland and Toledo is no fly- 
by-night outfit trying to lasso a market 
with a shoestring. It’s a substantial, 
experienced firm that is considered the 
leader of unbranded operators in the 
East. 


It is now making an effort to ex- 
pand into the Midwest, and where it 
will go from there is anyone's guess. 
The organization itself says it doesn’t 
know when or where it will move 
next. 


It has been selling unbranded gaso- 
line at cut-rate prices in the New 
England area for a long time, and 





PRICES 


now has about 100 conventional sta- 
tions. Some are company-operated 
and some leased out. 

The Big Multi-Pumps — But the 
significance of its recent action lies 
in the decision to expand with big, 
modern multi-pump stations, shooting 
for big volumes. These stations are 
owned and operated by the company, 
and obviously are its prize projects. 

There are now nine of these sta- 
tions, including the two being built in 
Ohio and the one in Detroit. Two are 
in Philadelphia and one each in Lin- 
den and Camden, N. J.; Wilmington, 
Del.; and on Long Island, N. Y. 

These stations operate strictly on a 
cash basis. They don’t honor credit 
cards, and they don’t stock TBA 
items. They service the customer’s car 
with gasoline and oil, but they don’t 
provide the “extras,” such as wind- 
shield wiping, battery checking or tire 
testing. However, they do provide a 
service island where the customer may 
do these things for himself. And they 
put emphasis on modern, well-kept 
restrooms. 

The stations set a price below the 
majors, but not necessarily lower than 
other cut-rate stations, or even as low. 

They obviously make it a policy to 
stay below the majors, regardless of 
the price. Thus if major brand stations 
cut to their price, they drop lower. 
And so it goes until someone yields. 

They make a play on price in an 
effort to attract the motorist who 
would rather save a few cents than to 
get the service generally given at the 
conventional station. 


MARKETING PHILOSOPHY 


What manner of outfit is this? What 
is its goal? What is the thinking be- 
hind its actions? 

Philadelphia officials of the organ- 
ization say they don’t pretend to be 
“wise guys” who will revolutionize oil 





Sun Follows Suit 


Sun Oil Co., whose policy of 
marketing only one grade of 
asoline is based on undersell- 
ing its competitors’ premium 
fuel, has been pushing price 
hard, too. Sun is currently run- 
ning a series of large-space 
newspaper advertisements telling 
motorists that Blue Sunoco 
gives cars “up to 12.4% more 
miles per dollar than 15 pre- 
mium - price gasolines, and 
matches them all for accelera- 
tion and performance.” The ads 
say the premium gasolines cost 
“up.to 3¢ more per gal.” 











marketing. They aren’t trying to pick 
a fight with the majors or anyone else. 

Instead, they feel that a segment of 
the motoring public will trade at un- 
branded, cut-rate stations, and they 
want their share of that business. They 
also want any other business they can 
get, because that’s the reason for their 
existence. But they are inclined to 
agree with surveys indicating that 
about 85% of all motorists would 
rather pay a little more, and get a 
little more, in the form of extra serv- 
ices and attention. 


“Hell,” says one of the officials, “I’d 
rather trade in a conventional station 
myself, rather than bother to clean 
my own windshield or put in battery 
water. But some people would rather 
save 2 or 3¢ a gallon. Those are the 
customers we are after.” 


More Than Enough—Company of- 
ficials are in agreement that there are 
too many service stations. They think 
many stations are uneconomical and 
shouldn’t be in operation. 

They blame the majors for this. 

They say that if the majors didn’t 
hold an umbrella over marginal out- 
lets, the number of stations would 
drop quickly. 

They feel strongly that the majors 
aren’t being “honest” in their market- 
ing Operations, because “they use 
profits from production to subsidize 
their marketing divisions.” 


One of them puts it this way: “A 
refining company should set a tank 
wagon price that would give it a fair 
return on its investment. Then it 
should make no effort to influence the 
price beyond that. If a dealer wants 
to cut his own margin and sell for 
less, that’s his business, not the busi- 
ness of the refiner.” 


“Look at the grocery store busi- 
ness,” says one Official. “When the 
grocer buys sugar, he can sell it for 
whatever price he pleases. It’s up to 
him, because he’s on his own.” 

Again and again company officials 
refer to the chain store method of 
grocery distribution. The big store, 
handling big quantities on a cash-and- 
carry basis at a minimum margin of 
profit has largely replaced the old cor- 
ner grocer. The officials believe the 
same pattern is applicable to service 
stations, at least under some condi- 
tions. 

They say they don’t like price wars 
any more than anyone else, because 
they lose money, too. But they insist 
they must maintain a lower price than 
the major brands if they are to get 
the customers they are after. There- 
fore, they make it clear they will fight 


to the finish whenever they do get in 
a price war. 

Make Market Steady—tThe officials 
claim, in refutation of the charge that 
they cause price wars, that they are 
often a stabilizing influence on prices. 


“It’s like this,” one man states. 
“There are random price cutters who 
occasionally cut their price to get gal- 
lonage. If they keep it up long enough, 
other stations will do likewise, and a 
price war is on. But if we have a sta- 
tion in the area, the random price 
cutter thinks twice before he reduces 
his price. He knows we’ll be quick to 
cut ours, too, and therefore, he won't 
be able to build that gallonage he’s 
after.” 


The officials say the market in 
Philadelphia, for example, is the 
steadiest it has been in a long time. 
They feel that it’s apt to stay that way. 
There was a bitter fight before “peaee” 
was achieved, but each side now 
knows where the other stands. 


Not Picking Fight — The officials 
maintain they operate “fair and 
square” and that they have the respect 
of many major companies. 

“We have no quarrel with anyone,” 
they assert. “We just want to mind our 
own business. 


“We sell good quality merchandise 
by what we think are the most eco- 
nomical and practical methods. We 
don’t like some of the things the ma- 
jors do—such as their paternal treat- 
ment of service stations—but that’s 
their business. 


“We aren’t asking any favors of 
anyone. We think we can get along.” 





Next Week-—Stations 


How oil companies are gear- 
ing their service stations to in- 
creasingly hot competition — 
that’s the target in a special NPN 
STATION SECTION to appear 
in next week’s issue, Sept. 30. 

More than 30 pages of infor- 
mation and pictures will describe: 

—Oil company building pro- 
grams, and the latest ideas in 
lighting, lube facilities and sign- 
ing. 

—The best ways to choose good 
dealers and good station sites. 
—How jobbers can raise money 
for station expansion. 
—Experiences of big and little 
oil marketers with night opera- 
tions, based on an NPN survey. 

This, plus other station mate- 
rial—more than 30 pages in all 
—will give a rounded picture of 
today’s station as a sales weapon. 
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NOJC Asks Jobbers 


for Margin Reports 


National Oil Jobbers Council is try- 
ing to find out just what the effect of 
recent price increases has been on job- 
ber margins. 


NOJC General Counsel Otis Ellis 
has asked all member associations to 
notify him of the margin situation in 
their states “prior to and subsequent 
to price increases, on all products.” 

Mr. Ellis said he was “particularly 
interested in the state of Texas and 
those Southern states wherein Esso is 
the market leader.” He recalled that 
Esso representatives recently told the 
House Commerce Committee that their 
jobbers’ margins had been increased. 

“If such is the case, the situation is 
being given about the same treatment 
as that afforded the formula for the H- 
bomb,” Mr. Ellis said. 


He added he is “extremely confused” 
over the fact that “there was a stampede 
by crude producers” to follow Phillips 
Petroleum’s 25¢ per bbl. crude price 
increase, but that other companies 
failed to follow with the same alacrity 
Phillips’ increase for jobber margins. 

Hits Price Differences—Meanwhile, 
Mr. Ellis noted that price wars in Prov- 
idence, R. L, and Hartford, Conn., are 
resulting in the jobber and retailer be- 
ing “strangled to death.” He also said 
that the layman driving through the 
area and encountering widely-varying 


TRENDS 


New Pure Oil Service Stations Sprout in Midwest 


Just opened by Pure Oil Co. in Toledo is this new 
station to replace a former Hi-Speed outlet. It is typical of 
others being built by the company in Ohio and Michigan. 
The station is part of an extensive building program under- 
taken by Pure following its acquisition, a year ago, of 
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prices would be in a “dilemma.” 

During a recent trip, Mr. Ellis said, 
he found regular-grade gasoline selling 
for just over 30¢ per gal., and premium- 
grade for little more than 32¢ at Cape 
Cod (including 7¢ state and federal 
taxes). But in Providence, regular gaso- 
line ranged from 18.9¢ to 20.9¢, and 
premium was just over 24¢ (including 
6¢ state and federal taxes). 


Magnolia Commissions Up 
in Five-State Area 


Magnolia Petroleum Co. has con- 
firmed that it has increased consignee 
commissions 0.1¢ to 0.25¢ per gal. in 
its Texas, Louisiana, Oklahoma, New 
Mexico and Arkansas marketing terri- 
tory. 

The increases were made on an in- 
dividual basis, with the amount of each 
agent’s hike depending on his type of 
operation and cost of doing business. 

Magnolia is the second company to 
grant an increase in Texas. The Texas 
Co. raised its commissions 0.1¢ per gal. 
prior to Magnolia’s action. 

W. E. Syers, executive secretary of 
the Petroleum Marketers Assn. of Tex- 
as, said it “looks like the commission 
front has been broken in Texas.” He 
and C. D. Daniel, the association presi- 
dent, several weeks ago visited supply- 
ing companies to point out the need 
for increases. 





Oil Price Conspiracy 
Charged in Syracuse 


The charge that major oil com- 
panies have been and are violating 
four federal laws in gasoline market- 
ing in central New York are being 
looked into by both the Federal Trade 
Commission and the Justice Depart- 
ment. The charge was made by the 
Central New York Gasoline Retailers 
Assn. concerning conditions around 
Syracuse, N. Y. This association 
charged that: 


1. “Certain major companies have 
expanded the number of controlled 
outlets (to 17 or 18 in the area) to 
try to fix prices at retail level.” 

2. One company has “used the 
leverage of preferential prices to cer- 
tain dealers to create depressed price 
conditions.” 

Senator Patman told the association 
by letter that he had heard about its 
“campaign” and that: 

“Your organization is working dili- 
gently, and I know you will want to 
hold meetings with your congressmen 
and senators, because your lawmakers 
are definitely interested in this im- 
portant problem.” 

Officers of the retailers’ association 
suggest that Mr. Patman’s reference 
to “this important problem” may be of 
more than ordinary sigiificance. 


(For more on Prices, see Oil Markets, 
starting on page 38). 


| ca i om a 
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the former Hickok Oil Corp. of Toledo. Pure Oil Products 


Co. of Toledo is the Pure Oil operating division in former 


stations have 
enamel roofs. 
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Hi-Speed marketing territories. Ten new Pure stations are 
now nearing completion in northern Ohio and eastern 
Michigan. Others are scheduled for construction. The 
“split-rock” masonry and blue porcelain 








LUBRICATION 


1 Lubritection terms are shown to motorist Walter Thomas 
by R. P. Felker, Lloyd L. Felker Co., Wisconsin jobber 


5 At laboratory, sample is run through centrifuge and 
analyzed. Here Les Binning takes a viscosity reading 


Testing condition of motorist’s oil is basis of system. 
Here station attendant John Ertl draws 5-ounce sample 


ree 


Special examining light is used by Les Binning to read 
level of asphalt-gum deposits. He then records data 


Service Contract—New Star Salesman 


By Holger Ridder, NPN Staff Writer 


The oil industry—and the motoring 
public—this week were introduced to 
a new approach to automobile lu- 
brication. It’s a program designed to 
do these things: 

For the Oil Marketer — Increase 
sales of lubricants. 


Boost sales of related merchandise, 


14 


because customers are kept coming 
into the station regularly. 

Give the marketer a _ lubrication 
program that makes it more attractive 
for dealers to handle the marketer’s 
products. 

For His Stations—Boost sales of 
lubricants and lube services. 

Offer at stations a service competi- 
tive with that offered by many car 


dealers, especially in the new car field. 

Keep customers coming in regu- 
larly by putting lubrication on a con- 
tract basis, thereby increasing oppor- 
tunities to sell other merchandise. 

Provide a scientific approach that 
takes the guesswork out of “when to 
change oil” and reduces customer re- 
sistance to buying oil changes when 
needed. 
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3 Oil sample goes into shipping bottle. Gummed label has 
motorist’s name and data on car, oil, and filter change 


At Felker office, laboratory data are entered on report 
to customer and in company files by Miss Audrey Krings 


Permit the sale of guaranteed lu- 
brication in one reasonably priced 
package. 

For His Customers—The oil mar- 
keter using the system can give mo- 
torists scientific and periodic engine 
and chassis-lubrication based on . 

Actual need, as determined by 
regular motor oil analysis, driving 
habits and recommendations of the 
car manufacturer. 

Lubrication backed by a “we-pay- 
the-repair-bills” guarantee. 

A shift of responsibility for proper 
lubrication from the car owner to the 
service station. 


An analysis of crankcase oil at 
least four times a year to check the 
condition of the oil and engine. 


A report on each oil analysis, in- 
forming the customer of oil and en- 
gine condition, and recommending— 
when necessary—mechanical adjust- 
ments or repairs needed to keep the 
engine in good mechanical condition, 
and often to prevent costly repair 
bills. 

The program was conceived and 
developed by NATIONAL PETROLEUM 
News. It is getting its first test, start- 
ing Sept. 25, with the Lloyd L. Felker 
Co., Shell jobber at Marshfield, Wis., 
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4 Bottle of oil is placed in cottom sack, then in special 
aluminum box for shipment to Felker testing laboratory 


Customer gets report explaining whether oil needs to be 
changed, and if his car should have any other services 


which is using the name Lubritection 
to describe the program. Lubritection 
contracts, which sell for $5 and run 
for one year, will be honored at four 
Felker Co. service stations—two in 
Marshfield, and one each in Abbots- 
ford and Wisconsin Rapids, Wis. 
The name Lubritection applies only 
to the specific lubrication and oil 
analysis service rendered. It does not 
apply to the brand of product used. 
What Motorist Does—To obtain 
the benefits offered under Lubritec- 
tion, the customer is required to do 
little more than he would ordinarily 
to give his car the best care possible. 








LUBRICATION 





PRESIDENT Lloyd L. Felker (right) of the Felker Co. studies plans for Lubritection 


campaign with Miss Corinne A. Kraus, secretary-treasurer, and Robert P. Felker, 


general manager 
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DEVICE to measure oil viscosity 


The requirements will give the cus- 
tomer the performance and years of 


service built into the car. The cus- 


tomer has only to: 

1. Change oil regularly, but only 
when the oil needs to be changed, 
as determined by periodic oil analysis, 
and the driving habits of the indivi- 
dual car owner. 

2. Have the chassis lubricated at 


16 


KIT for full analysis of oil 


least once every 30 days or every 
1,000 miles (whichever comes first). 

3. Replace oil filter cartridges (in 
cars sO equipped) at least twice a year. 

4. Have the air cleaner serviced 
at least twice a year. 

5. Have a crankcase ventilation 
service performed at least twice a 
year. 

6. Have the crankcase oil sampled 


and tested four times a year. 


7. Have other lubrication services 
performed according to the car man- 
ufacturer’s recommendations. 


8. Make mechanical adjustments 
or repairs when oil tests indicate a 
need. 


WHO CAN USE IT? 


The program is designed for use 
by either the major marketer, or the 
Independent marketer. It is not in- 
tended for use by the individual serv- 
ice station. 


The Independent oil marketer, be- 
cause he operates in a relatively lim- 
ited marketing area, will find Lubritec- 
tion particularly suited to fit his type 
of operation. 

The program is also applicable to 
a major marketer operation if it is 
set up so that each marketing district 
conducts its own program, with all 
oil analysis being made at district 
headquarters or some other designated 
point. 


CAN IT BE SOLD? 


Because the program has just be- 
gun with the Felker Co., there are 
no accurate data to determine the 
salability of automotive lubrication on 
a contract basis to the individual car 
owner. However, preliminary solici- 
tation by Felker (prior to launching 
the program publicly) shows excellent 
response. Four truck fleets already 
have signed up for the oil analysis 
feature alone, and a half dozen other 
fleets are termed by Felker as “very 
good prospects.” One fleet already 
has switched to Shell Oil products 
exclusively as a result of signing up 
for the oil tests. 


(Note: At the outset, the Lubritec- 
tion contract guaranteeing payment 
of certain repair bills is confined only 
to private passenger cars. Truck fleets 
currently are excluded from that guar- 
antee.) 

The zone office of a large automo- 
bile manufacturer has inquired about 
installing Lubritection service among 
its dealers in one metropolitan area. 
The spokesman told NPN, “This is 
a natural for car dealers.” 


THE MARKET POTENTIAL 


A study of the Felker marketing 
area served by the four stations that 
are to offer Lubritection service, 
showed they supply gasoline to 5.8% 
of all the vehicles registered in the 
three-county area, selling them about 
7.7% of the motor fuel consumed. 


The four stations serve about 3,144 
customers. Of these, 775 are listed in 
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wformation contamed wm this report is accurate, analysis having been 
ce with operating recommendations of the GERIN Corporation for their 
ndatons have been made after careful study of the analysis report, and with 
ott condition acceptable generally by the oil and automotive industries 
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Felker’s lubrication follow-up records 
as regular lubrication customers. It 
was estimated that about one of 
every four regular lubrication cus- 
tomers could be sold service con- 
tracts. In addition it was estimated 
about one out of 25 of the non-regu- 
lars would be Lubritection purchasers. 

All told, preliminary estimates set 
a potential of about 375 Lubritection 


sales among customers at the four 
Felker stations. 

On the average, the car owner in 
the Marshfield area changes motor oil 
about five or six times a year. Under 
Lubritection, those customers are ex- 
pected to increase that average to 
about 12 times a year. A comparable 
increase in chassis lube jobs is an- 
ticipated. 
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CUSTOMER'S report, above left, gives 
him results of oil analysis, Gray repro- 
ductions above and at left show both 
sides of card Felker uses to keep its own 
record of oil analysis and lube service 


In addition, filter cartridge sales, 
air cleaner and crankcase ventilation 
services are expected to gain appre- 
ciably. It was estimated that during 
the first year of operation, the four 
Felker stations would sell the follow- 
ing number of additional services: 


Oil changes 2,048 
Chassis lube jobs 823 
Filter cartridges 309 
Air cleaner service 195 
Crankcase ventilation 

service 624 


Total 3,999 


GETTING PROGRAM STARTED 

From the Gerin Corp., Red Bank, 
N. J., the Felker Co. purchased a 
Gerin kit for oil inspection. This 
equipment is easy to use. It analyzes 
motor oil for the following: 

Solids content, asphalt gum, vis- 
cosity, acidity, water and metal con- 
tent. 

At the outset it was determined 
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LUBRICATION 


that the primary purpose of the oil 
analysis was simply to tell the cus- 
tomer if his oil was (1) in good 
condition, (2) just average, or (3) 
in poor condition. If in poor condi- 
tion, then the analysis also should 
be interpreted to show the car owner 
what engine or operating condition 
might be the cause and to recommend 
a remedy. 

On the basis of data submitted by 
the Gerin Corp. and information from 
one other oil company currently us- 
ing the kits for fleet work, it was 
determined that the Gerin kit could 
handle eight oil analyses an hour, 64 
per eight-hour day, or 320 samples 
per five-day week. Working full time, 
this would give the kit an annual 
capacity of more than 15,000 oil 
analyses per year. 

With the estimated 375 Lubritec- 
tion customers the first year each 
having four analyses per year, the kit 
would make a total of 1,500 oil 
tests—or only about 10% of capacity. 
This was kept in mind when Les 
Binning, bulk plant salesman and 
former major oil company employe, 
was trained and designated by Felker 
to take charge of the Lubritection 
oil testing and sales. 

Felker expects Mr. Binning’s time 
to be devoted exclusively to the new 
program at the start. However, it is 





anticipated that Mr. Binning’s time 
eventually will be divided between 
Lubritection and other sales functions. 


RULES FOR CAR CARE 


Oil analysis without interpretation 
is of no help to the customer. Certain 
“norms” are needed to determine 
when oil is bad, and if bad what to 
do about it. With the assistance of 
numerous lubrication men in the oil 
industry, the following set of “norms” 
were established: 

Sediment: External contaminants— 
soot, dust, dirt, plus asphaltines. More 
than 2% is excessive. Contains all 
products not soluble in oil. Remedial 
Action: Clean air filter, replace oil 
filter cartridge, shorten drain periods. 
Any one or a combination of two or 
three may be necessary. 

Dilution by Fuel: Due to improper 
or incomplete combustion, or faulty 
rings. Results in decreased viscosity 
of oil; may cause bearing failure at, 
high speeds; increases engine deposits. 
Dilution has the following effect on 
various grades of motor oil: 

SAE 40—5% dilution brings it 

down to about an SAE 30 oil. 


8% dilution cuts it to about 
an SAE 20. 11% dilution, 
about an SAE 10. 

SAE 30—3% dilution makes 
oil about equivalent to an 
SAE 20. 6% dilution, about 
SAE 10. 

SAE 20—3% dilution brings this 
down close to an SAE 19. 


Remedial Action: Check idling; 
automatic choke adjustment; thermo- 
stat; ignition; combustion; crankcase 
ventilation. 


(Note: One test indicating high 
dilution may result from excessive 
idling, or driving conditions, and may 
not indicate mechanical defect. Some- 
times a second oil test is desirable 
to determine if the dilution is chronic 
or merely temporary.) 


Viscosity Increase: Due to contam- 
ination or long exposure to intense 
heat, causing heavy oxidation of oil. 
Modern oils in most cases stand up 
under most conditions and viscosity 
increase due to this factor is infre- 
quent. Most probable cause would be 
contamination from other sources. 
Remedial Action: Change oil; check 
thermostat. 

Water: Introduced by condensation 
at engine temperature below 140° F. 
Indicates possibility of cold sludge; 
increases rate of oxidation and sludge 
formation. Remedial Action: More 
than .1 or .2% usually indicates leak 
in the block. Where this is found, 
another test should be taken to see 
if the condition is chronic or merely 
due to abnormal driving conditions. 


PROGRAM IN OPERATION 


It was determined at the start that 
close control was necessary if the 
program was to work. With this in 
mind, Felker decided that all oil test- 
ing should be done by one man in a 
central laboratory. On this basis, the 
necessary forms, records and con- 
tracts were drawn up, and are now 
in use. In the order the forms are 
used, this is their function: 

Sample Identification: The primary 
function of the service station per- 
sonnel is to take oil samples for 
analysis, perform the lubrication serv- 
ices required by the contract, and 
fill out lube job tickets, which are 
forwarded to the Felker central office. 

When a sample is taken, a gummed 
slip is attached to the sample bottle, 
telling the date; name and address 
of the car owner; make of car and 
year model; number of miles the oil 


has been driven; number of miles the 
filter cartridges has been used; and 
the brand of motor oil and SAE 
number. 


Analysis and Interpretation: At the 
laboratory, information on the sample 
bottle is entered on a work data sheet. 
When the analysis is completed, the 
results and interpretation are entered 
on the same sheet. 


The analysis findings and interpre- 
tation, along with any remedial re- 
commendations, are then entered on 
the customer’s report sheet, of which 
there are three copies. One goes to 
the customer, one to the Felker file 
and one to the service station. 

Permanent Record: Analysis data 
also is entered on a permanent card 
kept in the Felker file. This card also 
contains all the necessary lubrication 
service records of the customer. 

The dates when specific services 
are required under terms of the 
contract, or on the basis of oil analy- 
sis, are noted and applied to the 
follow-up system. 

The Follow-Up: When it is time 
for a customer to have his next oil 
analysis, a reminder card is mailed 
to him saying: 

“You are scheduled for another 
Lubritection oil analysis at the time 
of your next oil change. Will you 
kindly mention this fact to the sta- 
tion attendant so that he will be sure 
to take the necessary oil sample?” 

Felker records are so set up that 
if a customer fails to heed this re- 
minder, the fact is evident, and he is 
told once again to have his oil tested. 
Failure to heed the recommendations 
can result in cancellation of the con- 
tract. 

Service Recommendation: If the oil 
analysis indicates a mechanical condi- 
tion that nceds attention, the customer 
is told to have that taken care of 
by his garage or car dealer. Along 
with that recommendation goes a 
form that says: 

“If mechanical corrective measures 
are recommended in the accompany- 
ing report, this sheet must be filled 
out and returned to the customer’s 
station before the date when the 
next oil change or chassis lubrication 
is performed. This must be done to 
assure you that proper preventive 
maintenance has been accomplished. 
Also, failure to do so automatically 
nullifies the protective features of the 
Lubritection contract.” 

‘There is space to enter the name 
of the place that performs the cor- 
rective service, a description of the 
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service performed, the date perform- 
ed and the service manager's signature. 


WHAT'S THE COST? 


The Lloyd Felker Co. estimates it 
has cost $2,471.50 to set up the pro- 
gram. This cost includes time spent 
planning and setting up the program; 
initial advertising to launch the pro- 
gram; equipment and materials, and 
administrative expense up to Sept. 25. 

A breakdown of Felker’s expenses 
follows: 


Research and 3 
Executive time $500 
Labor .. 265 
Materials for experi- 

mentation ....... 
Miscellaneous 100 


Sub-total 


Newspaper adv. (3 
Gee Sais. SCF, 

Radio adv. .. 

Pamphlets 

Sales brochures 

Point of sale 

Photographs, msc. 


Gerin supplementary 
equip. ik 35 

Materials for 500 
tests .... Scie ane 

Reading glass . 2.50 

Washing equipment 10 

Additional tube racks 15 

12 aluminum ship- 
ping boxes ; 50 

100 cloth ship. bags 12 

Sub-total 

Laboratory: 

Painting . 

Construction 

Chair, files, msc. 


Sub-total $110.00 


$200.00 
$2,471.50 


Forms: 
Printing 


Grand Total ... 


CLOSED CIRCUIT television show was used by Atlantic 
Refining Co. to announce its new premium motor oil to sales 
personnel at simultanteous meetings in seven cities. R. K. 
Allen, of Atlantic’s lubricating section, went on the screen at 


WHAT'S THE PROFIT? 


It looks as if the first year of oper- 
ation may result in a minimum of 
more than $6,300 additional gross 
profit, or $4,230 net, from lubrication 
and related services for the Felker 
Co. and the four service stations. 


In the Felker operation the first 
year, these data were estimated on a 
per-customer basis: 


. $8.05 


$5.00 
$ .85 
$ .50 


. $1.00 
$1.25 


$16.65 $8.05 
Expense **$2.57 


Total Profit $5.48 


*From this will come any money 
which must be paid out for repair 
claims. Experience in the field indi- 
cates that over a period of time, claims 
probably will not run over 5% of total 
income from Lubritection contracts. 


**Actual cost per customer to per- 
form four oil analyses a year is esti- 
mated at $1.38. If the equipment and 
material cost is to be amortized in a 
year, this brings the cost of four analy- 
ses per year per customer up to $2.57. 


THE DEALER'S ROLE 


The Felker Co. thinks the program 
will mean no more work for the 
dealers than they are now doing. But 
it will result in greater profits for 
about the same amount of effort ex- 
erted. The Felker Co. itself sells the 
contracts; makes the oil analysis; in- 
terprets them; gives the customer and 
the station a report of the findings; 
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keeps a permanent record of the oil 
tests and the lubrication services per- 
formed for the customer; handles the 
follow-up on all customers; and han- 
dies all repair claims made under the 
contract. 

The station attendant performs his 
usual lubrication services; takes the 
oil samples; identifies the samples and 
ships them to the central laboratory; 
and follows the instructions of the 
Felker Co. when it comes to per- 
forming specific lubrication services 
for a Lubritection customer. 


Atlantic Will Market 
‘Antiknock’ Motor Oil 


A new type “antiknock” motor oil 
was introduced at Atlantic Refining 
Co, service stations in 17 Eastern Sea- 
board states beginning Sept. 21 under 
the brand name “Atlantic Premium 
Motor Oil.” 

Atlantic says the oil will prevent 
formation of combustion chamber de- 
posits that cause pre-ignition and en- 
gine knock. In addition, says the com- 
pany, the oil possesses high film 
strength, oxidation stability, heavy 
duty detergency, and rust and acid 
corrosion protection. 

Atlantic used a telecast to seven 
cities to inaugurate a full-scale sales 
and promotional campaign. The 50- 
minute program, both live and on 
film, was presented to more than 800 
members of the sales force at simul- 
taneous meetings in Philadelphia, 
Reading, Providence, Syracuse, Pitts- 
burgh, Richmond and Jacksonville, to 
acquaint them with the new product. 

On Sept. 23, Atlantic is running 
full-page ads announcing the oil in 
240 daily newspapers throughout its 
marketing area, some of the ads being 
in two colors. 


WFIL-TV Philadelphia studios where the program originated, 
while a group of company executives watch the show at 
their Philadelphia meeting. The 50 minute television program 
consisted of both a live show and film 
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PLANTS: CORAOPOLIS, PA 





YES, SIR! Canfield Premium HDM 
Motor Oil really makes your cash 
register sing... brings customers back 
again and again. 

Solvent refined to 95/100 V. 1. from 
carefully selected paraffine base 
crudes, Canfield Premium HDM re- 
tards formation of gum, sludge, var- 
nish... keeps motors clean... insures 
repeat sales. 


Packaged under your own brand= 
bulk, drums or refinery sealed cans 
Canfield Premium HDM enables you 
to compete profitably with the finest 
nationally advertised brands. 

Today’s advantageous prices suggest 
prompt action. Write, wire or ‘phone 
today for the very interesting details 
about making your cash register sing. 


General Offices: Cleveland 27, Ohio 


CLEVELAND, OHIO, JERSEY CITY 


N 


CANFIELD OIL COMPANY 


J 





~~ 


Senate Group's Goal 


Is More Foreign Trade 


The Senate Banking Committee 
launched a world trade study last week 
on the theme that expanding world 
commerce is the key to prosperity in 
the U. S. 

Four oil men are included in the 
group of businessmen chosen to ad- 
vise the Senate Committee. One of 
these oil men, Harry Hilts, executive 
secretary of the Empire State Petrole- 
um Assn., said of the committee’s ob- 
jectives: 

“I am in accord with Senator Cape- 
hart (committee chairman) that the 
problem must be looked at in a real- 
istic way. Much of our productive 
capacity depends on foreign trade. If 
we don’t find some way of providing 
dollars overseas, we can’t move that 
production.” 

Another member of the advisory 
committee, Leo Welch, board member 
of Standard Oil of N. J., said he hoped 
the committee would come to grips 
with some of the specific problems 
concerned with foreign investment. 

Said Mr. Welch: “I hope that such 
specific problems facing the oil indus- 
try as expropriation, currency controls 
and so on will be on the agenda. I 
hope some very fruitful conclusions 
are reached.” 

Other oil men on the committee’s 
advisory board are: Russell B. Brown, 
general counsel, Independent Petrole- 
um Assn. of America; M. D. Bryant, 
president, Texas Independent Produc- 
ers & Royalty Owners Assn. The 
former counsel for the Petroleum Ad- 
ministration for Defense, William 
Simon, was named counsel of the 
advisory group. 


... in Brief 


Military Oil Setup—A larger role will 
be given the Armed Services Petro- 
leum Purchasing Agency under a re- 
organizational plan which the Defense 
Department is expected to make pub- 
lic soon. It will take over much of the 
“day-to-day” work previously handled 
by the Petroleum Division of the 
Munitions Board. As an example of 
the change, it was said, ASPPA now 
will handle both ees and 
procurement of petroleum supplies. 
Before it merely did purchasing. The 
ASPPA staff will be enlarged. 


Predicts Sales Scramble — Interior 
Secretary McKay told oil men attend- 
ing the Atlantic City National Petro- 
leum Assn. meeting last week that 
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there will be a return to a highly com- 
petitive scramble for markets, but 
there is no cause for alarm. “We face 
the prospects of having to work at 
selling our products instead of merely 
taking orders,” he said. Deputy Petro- 
leum Administrator for Defense Jo- 
seph LaFortune also said he felt “the 
holiday is over now.” PAD’s only re- 
maining problems are the shortage of 
alkylate facilities and the need for 
military avgas storage, he added. A. W. 
Scott, president of Wolf's Head Oil 
Refining Co., was re-elected NPA 
president for a second term. 

PAD's End Nears—The PAD has 
asked National Petroleum Council 
Chairman Hallanan to appoint a com- 
mittee to study the kind of agency 
that should succeed PAD after June 
30, 1954. NPC will meet Sept. 29. 
This official move heightened specula- 
tion of a definite “break” in the avia- 
tion alkylates problem—chief reason 
for the PAD’s continued existence. 


SIC WANG 


$900,000 in Storage 
Gets Tax Write-Off 


Five oil storage projects totaling 
more than $900,000 were approved 
during the past week for rapid tax 
amortization by the Office of Defense 
Mobilization. They were: 

Mid-West Refineries, Alma, Mich.: 
Four storage tanks at the refinery, 
$85,000 at 40%. 

Patterson Oil Terminals, Pauls- 
boro, N. J.: Three 96,000-bbl. tanks 
for lease to the armed services, $268,- 
000 at 65%; 40,000 bbl. storage, $72,- 
800 at 40% ($2,700 disallowed). 

The Texas Co., Dearborn, Mich.: 
152,000-bbl. terminal for receipt of 
products from the Wolverine Pipe 
Line, $447,900 at 40% ($111,000 dis- 
allowed). 

King Service, Inc., Green Island, 
N. Y.: 280,000-bbl. tank for the stor- 
age of No. 5 fuel oil, $40,900 at 40%. 

Wrong Site — Turned down by 
ODM because it did not meet the gov- 
ernment plant dispersion requirements 
was an application for a new storage 
terminal at Baltimore. A PAD official 
said the company could change the 
proposed location or appeal to ODM 
for reconsideration of the denial. The 
government's insistence on dispersal 
of key industry installations is based 
on a fear that enemy bombing would 
have a disastrous effect in heavily- 
concentrated areas. It was the first 
time an application recommended by 
PAD had been turned down by ODM. 





FOR FUEL OIL 


Fuel Oil Men from coast to coast are now report- 
ing up to four years’ service from National Hose— 
plus greater handling ease in all kinds of weather. 


There are good reasons for this longer life, this 
greater ease of handling. Since 1912 we have spe- 
cialized in a single field—the development and man- 
ufactute of better and better hose for petroleum 
products. 


National’s exclusive loom-braided construction 
combines extra wall strength with extra flexibility, 
resists flattening and kinking, reels easier. National’s 
petroleum-proof, weather-proof tube and cover are 
impervious to the action of all fuel oils—remain 
flexible even in zero weather. 


Superior performance, under any and all condi- 
tions of service, has made National the Nation's 
Number One Fuel Oil Hose. 


It pays to consult your National Hose Distributor 
—he can guide you wisely, serve you well, and save 
you many dollars annually. Metal Hose & Tubing Co. 


Aational Horse 


DOVER, NEW JERSEY 


‘September 23, 1953 + NATIONAL PETROLEUM NEWS 





STATIONS 


Esso Gets Turnpike Stations 


Esso Standard Oil Co. has been 
awarded a contract for operation of 
the three initial service stations on the 
West Virginia Turnpike. Rental is 
5.01¢ per gal. of gasoline and Diesel, 
and 10% of the gross of other re- 
ceipts. 

Esso and Cities Service Oil Co. bid 
more for the exclusive concessions 
than they offered on a station-by-sta- 
tion basis after the commission re- 
jected their original bids. 

Pure Oil Co. remained at its orig- 
inal figure. The Texas Co. re-submit- 
ted figures varying from station to sta- 
tion, and was ruled out as having bid 
“irregularly.” Gulf Oil Corp. and Ash- 
land Oil & Refining Co. dropped out 
after rejection of their one-station bids. 

How They Bid—lIn station-to-station 
bidding, Esso offered 1.25¢ per gal. 
and 5% of gross for the Morton and 
Bluestone locations, and 2.5¢ and 
10% for the Beckley location. Other 
bids were as follows (original offers in 
parentheses): 

Cities Service—5.26¢ per gal. and 
5% (4.56¢ per gal. and 5% on each 
location). 

Pure—3.375¢ per gal. and 12% 
(same for locations individually). 

Texaco—4.08¢ per gal. and 5% for 
Morton; 4.36¢ and 5% for Beckley; 
3.76¢ and 5% for Bluestone (same in 
original offer). 


Gulf—(first round) 2.63¢ and 5% 
for Beckley. 


Ashland—(first round) 1.5¢ and 5% 


for Beckley. 


Traffic Estimates—Late estimates on 


the traffic the 88-mile north-south 
(Charleston-Princeton) expressway is 
expected to carry aren’t expected to be 
available until next month. 


But engineering studies completed 


in 1951 put the probable volume for 
the first full calendar year (1955) of 
operation at 2,045,000 vehicles. By 
1960, according to these estimates, 
traffic volume should be 2,800,000, 
and by 1962, 3,000,000 vehicles. 


Volume Figures—Estimates on the 


service station business by three of the 
bidding companies were that in the 
first two full years of operation gal- 
lonage and receipts from lubes, TBA, 
etc., at the three initial stations would 
average yearly as follows: 


Cities Service — 9,436,000 gal.; 


other, $355,000. 


Esso—3,000,000 gal.; $270,000. 
Pure—6,696,000 gal.; $381,000. 
About 35 to 40% of the traffic is 


expected to be truck movement. 


Industrial traffic between Charles- 


ton and the South has been growing 
in recent years. Charleston now is 
something of a chemical manufacur- 
ing center, with three sizable chem- 
ical plants. 


Mountainous terrain now makes 


truck transportation relatively costly 
through the area the turnpike will 
traverse. 


The proportion of automobile traf- 


fic isn’t expected to increase very 
much until the West Virginia route is 


linked with turnpikes of other states. 

Virginia and North Carolina ex- 
pressways are in the discussion stage. 
A Pennsylvania Turnpike extension to 
the West Virginia line is authorized in 
the event West Virginia builds an ex- 
tension to its turnpike; also an Ohio 
Turnpike connection. 

Two Lanes Only—lInitially, the 
West Virginia turnpike will be only a 
two-lane expressway. Now about 30% 
completed, it will be opened next sum- 
mer, with service facilities to be com- 
pleted next May. 

The turnpike commission says it 
anticipates extending its road to the 
Virginia line and “dualizing it in a 
relatively few years.” 

The service areas will be widely 
spaced along the route. The Morton 
location will be about 25 miles south 
of Charleston, and 12 miles south of 
Chelyan. A little over halfway from 
Charleston to Princeton will be the 
Beckley location. The Bluestone site 
will be about 8 miles north of Prince- 
ton. 

Each of the three service stations, 
according to the commission, is to be 
“accessible to both north and south- 
bound traffic prior to dualization” of 
the route, and designed to permit easy 
enlargement. 

Initial term of the service station 
contract is for five years. Provisions 
have been made for possible renewals. 

Eventual companion stations to the 
first three would be operated by the 
lessee or lessees on the road at the 
time such additional stations would 
be provided. 
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MODERN PORCELAIN ENAMEL SERVICE STATION 





ERIE ENAMEL 
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Mirabeou & Perlita Sts. » New Orleans, La. 


THE ERIE ENAMELING COMPANY 


1403 W. 20TH ST. + ERIE, PENNSYLVANIA 
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ECONOMICS 


Proposes Bill Against 
National Sales Tax 


A new manufacturers’ tax is being 
drafted by Representative Mason (R., 
Ill.) to upset what he says is a plan 
by the Treasury to impose a 5% na- 
tional retail sales tax. 

Rep. Mason’s 
bill would repeal 
all existing feder- 
al excise taxes on 
everything but liq- 
uor and tobacco; 
substitute a 5 to 
8% tax on com- 
modities imposed 
on the manufac- 
turer. His  pro- 
posed tax, for ex- 
ample, would shift 
federal gasoline 
tax collections 
from the pump to the refinery. He 
points out that a manufacturers’ tax 
would be easier and cheaper to collect 
than a sales tax. 


In line with petitions from most 
states, Rep. Mason’s tax would give 
the states so'e taxing right over retail 


Noah Mason 


——______ 


motor fuel, 

The Treasury's bill was aimed at 
raising $5 billion. At an 8% rate, 
Rep. Mason’s tax would raise $3.5 to 
$4 billion over present excise taxes. 


Record Federal Taxes 
Top State Collections 


State gasoline tax collections will 
pass the $2 billion mark for the first 
time this year. 


Combined state and federal gasoline 
tax collections will reach a record total 
of $2,960,115,000, according to esti- 
mates of the American Petroleum In- 
dustries Committee’s semi-annual sur- 
vey. 

Receipts from state and federal gas- 
oline taxes now exceed the total col- 
lections of all 48 state governments 
from all tax sources in any fiscal year, 
the APIC statement pointed out. State 
and federal taxes combined averaged 
7.4¢ per gal. during the first half of 
1953, about 36% of the retail prices 
of the gasoline. 


Higher in 1953—Gasoline taxes col- 
lected by states in the first half of 1953, 


totaled $984,382,000, a gain of about 
7% over the $921,057,000 collected in 
the same period last year. Collections 
from the 2¢ per gal. federal gasoline 
tax were up to about $416,789,000 for 
the first six months of this year, com- 
pared with $377,648,000, last year. 

The survey pointed out that the gaso- 
line tax yield for the second half of the 
year invariably shows a substantial in- 
crease because of heavy summer travel. 
Based on the half-year figures, APIC 
estimates taxpayers will pay a total of 
$2,066,000,000 in state gasoline taxes, 
and $894,115,000 federal. 

June Collections Up—Six more states 
are reporting more taxable gasoline gal- 
lonage in June, 1953, compared with 
June, 1952. One state, South Dakota, 
suffered a 9% drop. Mississippi was 
11.6% higher, Missouri 10.8%, Mon- 
tana 6.8%, New Hampshire 11%, 
Oklahoma 4.7% , and Oregon 4.5%. 
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GENERAL SALES OF FICE 


TO GIVE YOUR CUSTOMERS... 
TOP LUBRICATING PERFORMANCE 
IN ALL KINDS OF WEATHER! 


Yes, you can give your customers an oil 
that will lubricate car, truck and tractor 
motors thoroughly, winter, summer. spring 
or fall...cemperatures make no difference 
to Champlin Heavy-Duty HI-V-I, Mil-0-2104 
in the can with the wide blue band. Highly 
heat resistant, Heavy-Duty HI-V-I motor 
oil gives a dependable film of protection 
to engines operating under severe service. 


Recommended by the American Petroleum 
Institute for services MM-MS-DG, HI-V-I 
does a better job of lubrication! Your cus- 
tomers will find it habit-forming! 


INING COMPANY 


ENID, OKLAHOMA 
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9 Personally conducts plenty of product training sessions for drivers 


and dealers . 
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Jobber hires drivers with good sales personalities to 
push his Tire, Battery and Accessory lines .. . 


tory records . . 
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3 Has dispatcher and driver-salesmen keep accurate sales and inven- 
Were 


Jobber Shares Profits to Boost TBA Sales 


By Marvin Reid, NPN Staff Writer 


They have what they call a “pie-splitting” party about every 
three months at the Chas. E. Spahr Oil Co., Pam Am Southern dis- 


tributor at Harvey, La. 


It’s a time when everybody connected with the company, but 
especially the truck drivers, share in the profits from one of the most 
successful TBA merchandising programs in the New Orleans area. 


Each company employe’s share de- 
pends on how big the “pie” is, and 
on how much he has contributed 
toward it. 

None of the company’s employes 
would like to do away with the “pie- 
splitting” and A. R. Nikoll, general 
manager of the company, wouldn’t 
operate under any other system. 

“With our incentive plan, our 
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driver-salesmen know that the harder 
they work, the bigger the “pie” will 
be. Everyone feels he has a more 
direct interest in the company,” Mr. 
Nikoll explained. 

Leader in Territory—But this “split- 
ting of the pie” is just one phase of 
the company’s TBA selling program. 
A program that is so successful it 
currently controls most of the TBA 


business in its marketing territory, 
just across the Mississippi River from 
New Orleans. 

The whole program revolves around 
the truck driver-salesman, and the 
building of good will with the service 
station operators. 

Just how much TBA business the 
Chas. E. Spahr Co. does, Mr. Nikoll 
declines to say, at least as far as 
“dollar-volume” sales are concerned. 

But an analysis of the company’s 
earnings in 1952 showed that the 
company’s gasoline sales accounted 
for 76% of its total business; kero- 
sine and other light oils for 13%; 
motor oils and greases for 6%; and 
TBA sales for 5%. 

Some idea of the TBA selling job 
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can be realized by comparing that 
5% of the total business to the 
company’s gasoline and other light 
oil gallonage, which ran in the neigh- 
borhood of 400,000 gals. per month. 


The company is currently owned 
by the family of the late Mr. Spahr, 
with only one member—Chas. E. 
Spahr, Jr.,—actively participating in 
its Operations. 

It was switched over to a distribu- 
torship basis in 1939, and today is 
Independent in every way except that 
Pan Am owns the bulk plant and 
storage tanks. 


Pie Splitting Incentive—At pres- 
ent, five regular-route drivers are em- 
ployed by Chas. E. Spahr to service 
35 stations. One extra driver handles 
“other-than-regular” orders, and sub- 
stitutes for one of the regular five if 
he is needed. 

These men are paid a regular sal- 
ary, and do not receive commissions 
as such. 

But, once every three months, they 
“split the pie” and the individual 
driver’s “take” is determined in part 
by the amount of lubricating oil and 
TBA sales in his territory. 


“This really makes them hustle,” 
said Mr. Nikoll. He had some un- 
happy experiences with straight-salary 
operations. 


The Natural TBA Salesman—The 
tank wagon salesman is the “natural 
lubricating oil and TBA salesman,” 
Mr. Nikoll believes. 


“Who could be a better dealer 
contact man? The driver is in almost 
constant touch with the dealers. They 
get to know each other and feel they 
are both on the same level. There's 
seldom the problem of the dealer 
believing that the salesman is on a 
higher plane than he is, and resenting 
it,” according to Mr. Nikoll. 

“We spend a lot of time hiring a 
new driver-salesman,” he declared. 
“We look for the kind of man who 
can smile, one who has a good per- 
sonality and some family responsi- 
bility. If he has a good education, 
that’s fine. But if we can find one 
who is liked by people, that is the 
main requirement.” 

“We have been lucky in getting 
good boys, and we usually keep the 
ones we get,” Mr. Nikoll said. 


When a new driver is hired, he is 


worked gradually into his own route. 
Of the five regular driver-salesmen 
now on the company’s payroll, all have 
their own individual routes, and there 
is no switching from one route to 


on a route, the better he and the 
dealer will get to know each other. 
And that’s what we want,” said Mr. 
Nikoll. 

TBA Meetings—In addition to the 
“pie-splitting” parties, other meetings 
are held by the Chas. E. Spahr Co., 
for the purpose of introducing new 
lines of TBA products to the drivers 
and dealers. 

At these meetings, a representative 
of Pan Am is usually present, along 
with a TBA supplier representative. 

“We encourage both the dealers 
and drivers to ask questions at these 
meetings. After all, they are the ones 
who will have to sell the new prod- 
ucts. 

“They don’t mind questioning the 
merits of a product, either. They make 
us ‘sell’ them, and there is nothing 
bashful about their questions,” said 
Mr. Nikoll. 

Good Dealer Accounts—But hav- 
ing good driver-salesmen to sell TBA 
is of little value unless the distributor 
can get good dealer accounts estab- 
lished to begin with, Mr. Nikoll feels. 


Mr. Nikoll arranges for the dealer 
to carry a complete stock of TBA 
items, by letting him more or less 
“write his own ticket.” 

“By this, I mean the dealer can get 
a complete stock of TBA from us by 
one of several different ways,” said 
Mr. Nikoll. 

“If he has the ready cash to pay 
for original stock, that’s fine. But if 
he doesn’t, we can always work out 
some arrangement to suit his budget, 
on a credit or consignment basis.” 


The company’s credit system for 


EVERY OPPORTUNITY to sell TBA 
items is used. Here Jobber Nikoll, ex- 
treme left, sells oil filter cartridges to a 
small Diesel boat customer 


original TBA stocks depends on the 
size of the dealership, and how much 
stock he needs to get started. 


For instance, if the dealer starts 
out with an original stock of 500 
TBA items, and his gasoline gallonage 
is sufficient to pay off his account at 
the rate of 1¢ gal., then that’s how 
the account is set up. 

But, if his income from gasoline 
sales will not stand a 1¢ gal. “pay 
back,” then his rental may run 0.5¢ 
gal. 

“In other words, our TBA credit 
program for dealers is a flexible op- 
eration,” Mr. Nikoll stated. “It all 
depends on the dealer, and what he 


GOOD DISPLAY OF TBA products is so important that this jobber builds racks 
for dealers if they won't do it themselves. He believes in letting the products do part 
of the selling. After customers are interested, it’s easy for the dealer to close the sale 


another. 
“The longer the driver-salesman is 
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can afford to pay. We always find 
some way of getting the stock in his 
station.” 

Consignment Plan—The company’s 
consignment plan for dealers puts the 
original stock in the dealer’s station 
at no cost to him, but he is obligated 
to replenish the stock as soon as he 
sells it. If he should fail to sell certain 
items, then the company takes them 
back, at no cost to the dealer. 

There is also some credit on re- 
placement stock, depending on the 
dealer and the circumstances involved. 


But the company’s main credit 
program is concerned with installing 
the original stock. And there is no 
plan for dealers to give credit to 
their customers. 

Investigates Credit—To determine 
how liberal the credit terms should 
be, and who should be given credit, 
the Chas. E. Spahr Co. depends main- 
ly on personal knowledge of the 
dealer, rather than on credit reports. 

“We check his character references, 
and usually get a pretty good line on 
him that way,” Mr. Nikoll said. “This 


SEL 


THAN COMPARABLE BO a SRE akc aaa 


New Flexiflange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


method has worked for us so far, 
and we have had few losses.” 


Takes Back Slow Items—His deal- 
ers are always willing to accept new 
items, and to keep their stock at a 
high level, because they never have to 
“eat” merchandise. 


“If they keep a slow moving item 
on their shelves a reasonable length 
of time, and it still hasn’t moved, we 
take it back,” Mr. Nikoll said. “Of 
course, we try to replace it with other 
items. We don’t like to return money 
any more than the next fellow. But 
we will if the dealer insists.” 

Emphasize Display — Keeping his 
— shelves well stocked is the 
primary requirement for making good 
TBA sales, Mr. Nikoll believes. 

He looks at it this way: 


“High-pressure merchandising is a 
thing of the past, no matter what you 
are selling. We feel it is much better 
to have any item the customer could 
possibly want, and to display it so 
that it is constantly before his eyes. 

To carry out his basic merchandis- 
ing philosophy of putting the empha- 
sis on display rather than high-pres- 
sure tactics, Mr. Nikoll encourages all 
his dealers to install tiers of wooden 
shelves around the inside walls of 
their station buildings. 

When a new dealer is lined up, Mr. 
Nikoll tries to get him to install these 


shelves for the purpose of displaying 
TBA merchandise. 





Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this trend. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They’re designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 584 percent! 

Flexiflange Couplings fit into the same grooves 
as any standard.couplings. The seals, too, are 
interchangeable with other standard makes 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 58% percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


PHILADELPHIA VALVE COMPANY 
3415 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distributors: 
Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. © Howard Supply Co., 
5125 Santa Fe Avenue, Los Angeles 11, Calif. 


If he can’t talk him into doing this 
for himself Mr. Nikoll approaches it 
from the angle of “let me do it, then, 
at no cost to you.” 

That usually works. 


Sight Selling—The shelves are sim- 
ple, and inexpensive. Mr. Nikoll said 
the total cost for the most elaborate 
shelving wouldn’t run over $30, which 
includes cost of equipment, paint, in- 
stallation and labor. 

They are installed so that small 
TBA items are in full view of the 
customer at all times, when he enters 
the station building. 

“It’s something like a big super- 
market grocery store. We depend on 
‘sight-selling.’ If the customer is 
standing by, say, the cash register, 
his eye might catch a can of lighter 
fluid. 


“The dealer during this time is just 
making small talk, probably getting 
the customer’s change. 

“If the customer gets interested 
enough in that can of lighter fluid, 
he might walk over and pick it up. 

| That’s when the dealer goes into ac- 
| tion. If the customer is interested 
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enough in picking that can up, he’s 
interested enough to buy. 

“These shelves are arranged so that 
the customer can’t help but see all 
the items, because just about any- 
where he looks inside the station, a 
TBA item is staring him in the face.” 

TBA Deliveries—Using relatively 
small tank wagon delivery trucks, the 
company’s drivers are in contact with 
the dealers on their routes at least 
once, usually two or three times, 
each week. 

While the truck is dumping gaso- 
line by meter delivery, the driver 
looks over the dealer’s shelves. He 
calls his attention to items that are 
getting low; and takes orders that 
will be delivered on his next regular 
call. 

Drivers can usually replenish dealer 
stocks that are desperately low from 
small TBA supplies carried on their 
trucks. 

Following Up—tThese driver-sales- 
men, naturally, miss a few possible 
orders. 

That is where Mr. Nikoll and Chas. 
E. Spahr, Jr., come in. Mr. Nikoll 
makes it a point to call on each 
dealer at least once each month, and 
he always has his order pad with him. 
Mr. Spahr is almost constantly in 
touch with them, spending roughly 
90% of. his time contacting dealer 
and direct consumer accounts. Mr. 
Nikoll spends 85% of his time “in 
the field,” 15% in the office. 


Opening A Station—When it comes 
to opening a station, the company 
uses television and newspaper adver- 
tising to let the public know about it. 
The dealers share in the promotion 
cost. 

On opening day, they have clowns, 
public address systems, free gifts and 
special inducements to get the cus- 
tomer to buy at least 10 gals. of 
gasoline. 

If a customer purchases 10 gals. of 
gasoline he gets a sack of sugar and 
a free grease job. 

“Some people tell me we try to 
give away too much. The dealers say 
why give the customer the free grease 
job, if we give him the sugar. 

“TI tell them the sugar is to get the 
customer in, the grease job is to get 
him to come back again,” Mr. Nikoll 
explained. 

Ordering Stocks—With a warehouse 
large enough to keep a good supply 
of TBA on hand, Mr. Nikoll doesn’t 
have to pay too much attention to 
seasonal shifts in buying demand. 

“You have to have it to sell it, 
and our stock purchaser never lets 
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anything get low enough to run out,” 
he said. 

This stock purchaser keeps records 
on the merchandise moving into and 
out of the company’s warehouse. He 
is in constant touch with it. And 
through this daily posting of receipts 
and deliveries, he knows the supply 
status of any particular item. 

When it comes to ordering stock 
he usually knows exactly how much 
to order. 

If another employe has to do the 
ordering, he can go back over the 
previous six months of the daily post- 


ing records and see how much stock 
is usually ordered, at any season of 
the year. 

Inventory Records—Using a “per- 
petual inventory” system, the company 
keeps account of stock on hand, and 
its losses are small despite the size 
of its operation. 

Sales are recorded each day, with 
the total broken down to show sales 
of each item, according to size. Re- 
ceipts of merchandise are also record- 
ed daily, according to item, size and 
amount. 

Once each month, stock is counted 








Multiple-belt-driven Roto-Prime Pump 
mounted on on oviction fueling truck 


This is the ideal pump for aviation fueling 
truck service — because of its low speed — 
high flow characteristics, its small size and 
flexibility in mounting, and its positive 
self-priming for defueling and air evac- 
uation when switching compartments 


Other Gilbarco Roto-Prime Pumps for 


bulk plant service are available in models 
up to 550 GPM capacity. 


POSITIVE 
SELF-PRIMING 


Start 


Runs without Venting 


without Priming 
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and storage tanks are gauged, to 
show how the actual inventory com- 
pares with the “paper” count. 

Each driver has to fill out a daily 
“driver’s settlement sheet,” showing 
the customers he delivered to and the 
amount of each product delivered. 
This includes an accounting of every- 
thing from premium gasoline through 
tires, tubes, batteries and miscellane- 
ous items. 

The settlement sheet also shows 
whether the customer paid on credit 
or cash basis. Credit collections are 


recorded and any checks the driver 
may take on an account are described 
in full. 


Dispatcher’s Record — Another 
sheet is filled out by the dispatcher 
for each truck. This one shows amount 
of each product left in the driver’s 
truck from the previous day, how 
much was loaded on and the total 
when the truck left the plant. 

On its return, sales of each item 
are recorded, to show amount of 
products remaining in the truck. 

From these records, the stock con- 
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storage tank. 


PRESSURE RELIEF LINE VALVE 


FIG. 236A 
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Stop That Drip! 


With Morrison Pressure 
Relief Valves 


Particularly during the hot months, tremendous pressures 
are built up in gasoline lines. This strain frequently results 
in cracked valves, leaky unions, stuffing boxes and con- 


The use of Morrison Pressure Relief Valves illustrated here 
eliminates this waste caused by pressure-tense pipe lines. 
Built-up line pressure automatically relieves itself into the 
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trol man does a recapitulation of sales 
at the end of the day, showing how 
much of each item each driver sold. 


Mr. Nikoll said he can keep his 
finger on the company’s business 
operations from these records, and 
stop anything that goes wrong before 
too much money is lost. 

Keeps It Alive—A good credit 
program, accurate records, and dealer 
and driver education have all contri- 
buted to the Spahr Company’s success 
in TBA selling. But “splitting the pie” 
is the one idea that keeps the whole 
program lively. 


in brief 


Auto-Lite Display Sign 

A new, self-lighted, lightweight plas- 
tic sign advertising the Electric Auto- 
Lite Co. “Sta-Ful” battery is available 
to distributors and dealers at a co- 
operative price. The 11 x 20 in. inte- 
rior sign can be used in a standing or 
hanging position. It plugs into any 
light socket. 


New Motorcycle Tire 


First all-nylon motorcycle tire made 
in the U.S. is displayed by M. F. 
Moyer, manager of Goodyear Tire & 
Rubber Co.’s cycle tire sales. Named 
the All Nylon Super Eagle, it comes 
in size 5:00-16 only. 
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FUEL OIL 


THIS NEW SALES FORCE, trained in June, made 86 major 
equipment sales in the month of July. Left to right: Gene 


Dimet, Pat Toole and Joe LaMonica, the three new salesmen; 


Jobber Sales Force Built from 


What's the best way to select a good salesman? 


Here’s how a Niagara Falls heating oil jobber found an answer 


early this summer. 


The company had built up a profit- 
able oil business serving about 3,000 
customers. But now, Mort Dimet, 
sales manager of Simon Oil Co., was 
down to his last salesman — Dave 


TO MAINTAIN a large volume of burner sales takes more 
than good salesmanship. A good service crew must back up 


Allen, a veteran salesman with the 
company. 

It was Mort’s job to find a new 
sales force to keep up oil burner and 
fuel oil sales. 
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then Dave Allen, the veteran salesman; Mort Dimet, the sales 
manager; and Burt Gardner, the fuel oil salesman 


Scratch 


He decided he would be scientific 
in selecting salesmen. He also would 
figure out a pay system that would 
get and keep the kind of men he 
wanted. And finally, he would give 
the new men a thorough schooling 
in product knowledge and salesman- 
ship. 

Bonus Pay Plan—The basis of the 
new pay plan was a drawing account, 
with extra commissions for sales in 
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the salesmen. Mort calls his crew the largest and best day 
and night crew in the area. 
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QUESTIONNAIRES are used by Simon salesmen in closing difficult burner sales. 
This one asks the customer to place a dollar value on all the inconveniences of a 
coal furnace when comparing the costs of heating by coal and oil 


excess of the quota. Additional bon- 
uses were planned for reaching high 
monthly and yearly sales goals. 
After this was decided, Mort ad- 
vertised for salesmen. Twenty-seven 
applicants replied. Now the problem 
was how to pick out the two men 
who would make the best salesmen. 


Listed Qualifications—Mort Dimet 
prepared a list of the qualities he 
wanted in his salesmen. So the prob- 
lem was simply to decide which of 
the applicants fitted the qualifications 
best. Here is Mort's list: 

1. Must be willing to ring doorbells. 
Some men don’t like to do this, and 
others consider themselves too good 
to do this kind of selling. Mort told 
all applicants, at the start, that three 
hours of canvassing for prospects ev- 
ery morning was part of the job; that 
some days they wouldn’t get any 
prospects at all, while other days 
they might get too many. 

2. Must be willing to work evenings. 


Mort investigated their domestic sta- 


30 





tus to make sure there would be no 
family objections to night work. 

3. Must need money. This has 
some bearing on No. 2 because men 
who are hungry to make more money, 
possibly to pay for a home or a car, 
will be in a mood to hustle, and 
won't object to night work. 

4. Must not be older than the sales 
manager. Mort felt he could better 
manage men his own age or younger. 

5. Must have a good credit rating. 
While Mort wanted salesmen anxious 
to make money, he considered it 
unsound to hire men who consistently 
spent far beyond their earnings and 
were already deeply in debt. 

6. Shouldn’t be high-pressure men. 
He didn’t want men who might be 
tempted to commit the firm to prom- 
ises it could not fulfill. The company 
expects to sell fuel oil to customers 
who buy burners from it. So they 
don’t want any sour deals on the 
burner sales. 

Generally he tried to follow a line 


of questioning designed to bring out 
“how a man talks to people.” 

The New Sales Force—Two new 
men were finally hired—a mail man 
and an English teacher, both without 
previous selling experience. 

The sales force was bolstered still 
further by a new driver-salesman, 
hired to solicit fuel oil agreements 
only. Then young Gene Dimet came 
home from college to spend his va- 
cation selling for the company. 

Gene is the fourth Dimet working 
for Simon Oil Co. Simon Dimet is 
the founder and president of the com- 
pany. Mort, the oldest son, is the 
sales manager. Ted, the next son, 
is the company’s dispatcher. And 
Gene is the youngest son. 

Educational Program — Now the 
company had a sales force. But only 
Gene Dimet had previous selling 
experience, so they needed a good 
educational program for the new men. 
Mort Dimet was selected to set it up. 

He first assembled all the magazine 
articles and books he could find on 
salesmanship, and all the literature 
he could find on the company’s prod- 
ucts. Then he wrote a brochure out- 
lining all the important points. 

This was the basis for a three-day 
sales school. 

Each of the salesmen was given a 
copy of the brochure, and the course 
began. The sales meetings lasted from 
8:30 a.m. to 6:30 p.m. without in- 
terruption except for meals. 

Oil burners were given the greatest 
stress, but the selling of fuel oil ac- 
counts and hot water heaters also 
was covered. 

Mort Dimet did most of the teach- 
ing. But his father helped out with 
a half-hour talk on sales and com- 
pany policy. Two successful insurance 
salesmen talked on sales spirit, and 
another Dimet brother, Ted, discussed 
fuel oil solicitation and operating 
procedures. 

The service manager, Martin Spitz- 
er, discussed burners, controls, instal- 
lation and layout problems. 


Product Knowledge—tThe first half 
of the course covered selling as it 
applies to automatic heating. Some 
of the subjects covered were: can- 
vassing, managing yourself and your 
time, building customer friendship, 
handling objections, better interviews, 
buyer motives, 10 reasons for buying 
today, types of closes, and pricing. 

Another part of the course de- 
scribed Simon Oil Co.’s history of 
service since 1921. 


Then came a complete outline of 
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the company’s present facilities for 
service and installation. 


The story of the supplier’s (Gulf 
Oil) refining and transportation fa- 
cilities was told. 


Next, oil heating equipment was 
explained, including conversion units, 


hot air furnaces, boilers and water 
heaters. 


To complete the picture, the new 
salesmen were given a working knowl- 
edge of the biggest competitors and 
their equipment. 

Problems in layout and pricing were 
assigned each evening, as well as ex- 
tra reading on oil burners and the 
fuel oil supplier. 

The salesmen learned rapidly, and 
after the third day they were out 
looking for sales. 

Training Continues—The school- 
ing is still not completed. The sales- 
men get together five mornings a 
week for a half-hour review of some 
phase of selling or heating. 


A typical day consists of: The 
morning meeting; three hours of can- 
vassing during the morning; and calls 
in the afternoon to make daytime 
closing, and to set up evening calls. 

Problems and mistakes are discuss- 
ed after lunch with the man involved. 


Night Calls—Four evenings of the 
week and Saturday morning are used 
for closing and goodwill call backs. 
This doesn’t mean the salesmen work 
day and night during the entire work 
week. So many night calls must be 
made that the salesmen’s afternoons 
usually are left slack so they can 
attend to personal business. 

The sales manager alternates eve- 
ning calls with the salesmen, and 
also takes the new men along on 
some of his calls so they can observe 
his selling methods. 

Sales Contest—To create a com- 
petitive spirit, the six-man sales force 
is divided into two evenly balanced 
teams. “Dave,” the veteran salesman 
and the two new men constitute one 
team. Mort, his brother Gene, and 


Most sales contests like this get 
to be old stuff after a few weeks, 
but this one includes a method of 
keeping the score that pushes the 
competition along. A running tabula- 
tion for both individuals and teams 
is posted in plain view of the entire 
office force. 

Since it is a small organization all 
the members take an interest in the 
contest, and the girls in the office 
engage in a little ribbing that helps 
keep the contest always in mind. 

As an additional spur, a special 
prize of $100 was offered, in one 
recent month, to the man who first 
sold 20 conversion burners. 

Remodeled Show Room — While 
the selling program was receiving an 
overhauling, Simon Oil also decided 
to make its large sales and display 
room more private. 

Partitions were put up, making one 
small office for closing sales, and 
two more rooms for the office staff. 
The result was a more inviting at- 
mosphere for customers, and less dis- 
traction for the office workers. 


Salesmen Catch On—The new men 
made their first sales late in June. 
They were still going slowly during 
the early part of July, but as their 
training progressed so did the sales 
pace. Soon the new men were acting 
like veteran salesmen and, what is 
more important, selling like veteran 
salesmen. 

By the end of July, the five-man 
sales force had accounted for 86 ma- 





EVER-TITE 


elt Td a Geoltiolitatet 


jor equipment sales, plus numerous 
water heaters and more than 40 new 
oil accounts. In the last week of 
July there were over 40 sales, and 
the two teams were separated by only 
two points—so the company bought 
the lunches. 

Active Sales Promotion—The new 
sales force is backed up with a week- 
ly advertising program calling for 
three or four large newspaper ad- 
vertisements and 22 radio commer- 
cials. The company also uses billboard 
advertising, gives prizes to customers 
for sales leads, and exhibits at the 
local home show. 

A series of questionnaires that 
salesmen can follow in making sales 
talks to burner prospects is another 
selling aid used by the company. 

Simon Oil’s latest promotion effort 
was based on an illustrated letter 
urging prospects to “Take the Plunge 
Now.” This was sent early in August 
to all prospects who had told sales- 
men they were going to wait until 
next year to buy their oil burners. 

The letter urged prospects to buy 
burners because increases in steel 
prices would force heating equipment 
prices up 7% after Aug. 24. Only 
700 of these letters were sent out, 
yet they were responsible for 25 
burner sales. 

Sales Problem Solved—<As for the 
future, Mort Dimet feels the prob- 
lem of sluggish sales has been solved. 
The job now is for installation crews 
to keep up with the sales force. 


Speed deliveries— prevent leakage—save spill- 


age—by using EVER-TITE Couplings. They give 
a quick, pon BF connection that stays tight. And 
their durable bronze construction gives years of de- 
pendable service. 


There’s an EVER-TITE for every need—with EVER- 
TITE quality throughout. Ask your distributor now. 


siti? 


EVER-TITE COUPLING CO. INC. 
254 West 54th Street, New York 19, N. Y. 


the fuel oil salesman make up the 
other. 


A point system, based on the diffi- 
culty and profit of each type of sale, 
is used to keep track of the progress 
of the two teams. Here is the way 
it works: 

Three fuel oil agreements are count- 
ed as one point; two water heater 
sales, one point; and a conversion, 
hot air unit or boiler, one point. 

Every Monday, the losing team 
buys the winners a $2 lunch. And 
the competition is hot. 
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AIR TANK to serve the starting system 
of a Diesel transport truck. It holds 4 
cu. ft. and is mounted under the cab. 


STARTING MOTOR is bolted directly 
to a standard commercial Bendix drive 
assembly 





EXTERNAL CONNECTION 


AIR BRAKE TANK 








AIR STARTING 
MOTOR 


T CONNECTION 
WITH CHECK VALVES 





AIR 
COMPRESSOR 





SOLENOID 
VALVE 


} AIR STARTER TANK 





(GROUNDED) 
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AIR STARTER SYSTEM diagram shows how the air starter is tied into the regular 


compressor and air brake tank 


Diesel Air Starter 


Weight reduction of 200 Ib. 
is accomplished by substitution 
of an air starting motor on a 
Diesel-powered transport truck. 

Starter maintenance is virtu- 
ally eliminated and electrical re- 
pair costs cut at least 60%. 


These advantages are claimed by 
the Ingersoll-Rand Co., makers of the 
air-starting motor, on the basis of 
experience and tests conducted by 
Akers Motor Lines, Inc., of Gastonia, 
N. C. 

The Akers company owns and op- 


Cuts Costs 


erates more than 300 tractors and 
578 trailers in a broad territory ex- 
tending from Macon, Ga., to Boston, 
Mass. 

The truck line’s superintendent of 
maintenance, U. J. Parham, decided 
to test air starting in 1952 while 
converting a tractor from gasoline to 
Diesel power. Since it was necessary 
to re-wire and install a new electric 
starter anyway, he calculated that it 
would cost no more to install an 
air starting motor for the new 200 
h.p. Diesel engine. 

Parts Needed—The only items re- 


MOTOR CLOSEUP OF AIR STARTER 
for Diesel engines 


quired for the installation were: the 
air starting motor itself, which is 
bolted directly to a standard com- 
mercial Bendix drive assembly, a 4 cu. 
ft. air tank, a “T” connection, a quick- 
acting solenoid valve, and some Aero- 
quip hose. 

The air starting equipment was tied 
in with the air brake system to utilize 
the existing compressor. 

The new air tank is 16 in. in 
diameter and 3 ft. long with somewhat 
tapered ends and fits up under the 
cab on the right side. The tank is 
suspended from the frame with two 
U-shaped rods of cold-rolled steel. 

Aeroquip hose of %2-in. diameter 
leads from the T connection to the 
brake system air tank. Check valves 
at the T permit air to go from the 
compressor into both tanks and from 
the brake tank into the starter tank, 
but prevent the brake system from 
bleeding the starter tank. Finally, a 
one-inch hose runs from the starter 
tank to the starter, with air flow 
controlled by a quick-acting, %4-in. 
solenoid valve actuated by a handle 
on the dashboard. 


Equipment eliminated by the air 
starting system included: the heavy- 
duty 24-volt battery (a 12-volt battery 
is substituted), a series-parallel switch, 
a starter solenoid switch and 16 ft. 
of battery cable. 


Weight Reduction—Akers’ scales 
showed that the tractor equipped for 
air starting was 220-lb. lighter than 
an identical tractor equipped with 
electrical starting. It is estimated that 
200 Ib. of pay load on the truck’s 
regular 500-mile round trip from 
Gastonia, N. C., to Atlanta, Ga., is 
worth at least $4 in revenue. With 
the truck making 2% round-trips a 
week, this means an additional reve- 
nue potential of $500 a year. Even if 
the available load is utilized only half 
the time, the weight saving still means 
$250 a year in added income. 

Maintenance Cost Cut—The truck 
line has found that air starting has 
reduced the cost of electrical main- 
tenance. Mr. Parham lists normal 
maintenance and replacement costs 
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On a truck with electric starter and 
24-volt electrical system like this: 


Life Cost 
Expectancy Cost Per Year 


Electric starter 
armature 

24-volt battery 

Generator (main- 


lyear $ 50 
1 year 140 


$ 50.00 
140.00 


—_-_  —_— 30.00 


36 24.00 
Starter solenoid 
switch 
Total annual 
parts cost 


2 years 17 8.50 
252.50 


Expenditure for parts. Does not include 
any labor charge. 


Mr. Parham estimates the follow- 
ing cost for maintaining the air start- 
ing system and the 12-volt electrical 
system: 


Life Cost 
Expectancy Cost 
Air starter 


maintenance a 
12-volt battery 1 year 40 
Solenoid valve 1 year 20 
Generator main- 
tenance =e 15 
Total annual —— 
parts cost 100 


What Tests Show — After seven 
months experience with the air start- 
er, Mr. Parham says he is fully satis- 
field with its performance. In mid- 
summer, with the air tank at 105-Ib. 
pressure, a driver was able to get 13 
consecutive starts before exhausting 
one tank of air. In actual service, of 
course, the engine runs enough be- 
tween starts to permit the compressor 
to restore air pressure. 

Another test showed that it was 
possible to turn over the engine 25 
to 30 rpm faster with the air starter 
than with an electric starter. In prac- 
tice, it is usually only necessary to 
kick a Diesel over a couple of times 
to start it. 

When the vehicle is parked over 
night, there is always plenty of air 
in the tank to start the engine in 
the morning. 

It had been feared that restoring 
air pressure would be a problem if 
the truck exhausted its tank either 
at a terminal or on the highway. Ac- 
tually, Mr. Parham says, ease of re- 
plenishing the air supply has turned 
out to be one of the advantages of 
air starting. 

Can Use External Air—One of the 
hoses which carries air from the brake 
tank to the trailer brakes provides a 
convenient means of taking air from 
an external source. Thus, at a term- 
inal, shop air can be used if it is 
within reach. If not, another tractor 
can be run alongside to fill the tank 


through quickly coupled air hoses. On 
the highway, air can be obtained at 
any service station, or from a pass- 
ing tractor. 


It is pointed out that replenishing 
air is much faster and more conveni- 
ent than charging or replacement of 
a run-down battery. The regular driver 
of the air starter-equipped tractor re- 
ports that he has never exhausted his 
air tank and never required an ex- 
ternal source of air, once curious 
drivers at the terminal stopped pull- 
ing the handle to see how the air 
starter worked. 


The arrangement of check valves 
which permits air to flow from the 
brake tank to the starter tank is re- 
ported to be satisfactory. Mr. Par- 
ham explains that the air brakes are 
locked before the air starter is used, 
so that the vehicle is safely immobil- 
ized even if all air tanks were then 
exhausted. An Akers’ rule prohibits 
movement of any truck until the brake 
tank pressure reaches 60 Ib. This has 
the added advantage of forcing the 
driver to give his engine a minute’s 
warm-up. 


... in brief 


Industrial Rubber Hose 


A multi-purpose hose is built to 
withstand the deteriorating action of 
oil, grease, gas, weak inorganic acids 
and alkalies, etc. Sizes range from % 
to 1% in. inside diameters. It is made 
in red and black, and is available in 
either 1, 2 or 3 braid constructions. 
Hamilton Rubber Mfg. Corp. 


Circle No. 1 on Reply Coupon 





Fuel Oil Tank Saver 


A rust preventive is now available 
in cartridge rather than in previous 
liquid form. When placed in fuel oil 
tanks, rust and corrosion are ended. 
The crystals in the cartridge, after 
being dropped into the tank, dissolve 
slowly and neutralize any sulphuric 
acid that may be present. It also coats 
the inside of the tank where water is 
present. The crystals are not soluble in 
oil so have no effect on the fuel. The 
cartridge will last a year. Sudbury 
Laboratory. 


Circle No. 2 on Reply Coupon 


Car Washer 


A car washer is designed to spray 
only water onto a car. No detergent 
action is supplied because manufac- 
turer says many of today’s motorists 
request that only water be used on 
their cars. The equipment will wash 
up to 20 cars in an 8-hour day with 
one operator. Two operators can wash 
up to 40. According to the manufac- 
turer, tests have shown that continued 
spraying with detergent solution does 
not clean a car. Every car washed 
has to be mitted by hand before the 
final rinsing to turn out a good job. 
When used, detergent solution should 
not be applied to any car before it is 
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EQUIPMENT 


thoroughly wet down. Wetting does 
two things—loosens the dirt and tem- 
pers the body. When detergent is ap- 
plied to a hot, dry metal surface it 
dries instantly causing streaks which 
are hard to remove. The washing ma- 
chine is placed on tracks which are 
made of inverted angle iron and are 
available in 20’ or 22’ lengths—no 
anchoring is needed. Wheels are heavy 
cast V type. The machine is made of 
tubular frame and the spray line de- 
livers about the same water pressure 
from each jet. It will operate on any 
water supply of not less than 35 lb. 
pressure. A 20 ft. water hose is fur- 
nished for connecting the machine to 
water supply. Detergent solution tanks 
are located on each side of the washer 
for easy access in case it is needed. 
These tanks are easily removed. Chal- 
lis and Dorman. 

Circle No. 3 on Reply Coupon 


Counter Pump for Consumers 


A new counter pump is designed to 
fill the need by low-volume consumer 
accounts for a continuous flow pump 
with a measuring device. Unit has a 
practical, porcelain-faced counter built 
in as an integral part of the pump. 
Wm. M. Wilson’s Sons, Inc. 

Circle No. 4 on Reply Coupon 
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A FAMILY BUSINESS—Dick Betts (right) recently joined his father and brother 
in the Betts Machine Co., Warren, Pa. He has been named assistant treasurer. Ed 


Betts (left) is vice president in charge of production. The father, C. R. “Cliff” 
Betts (center), is president of the company 


PERSONALS 


New York Belting and Packing Co. 
has moved William I. Butler to Cleve- 
land as east central district manager. 
His former position as southeastern 
district manager will be filled by Wil- 
liam W. Conrad in Atlanta. Malcolm 
B. Roach, sales engineer, has been 
named assistant manager for the 
southwestern district, with headquar- 
ters in the Dallas office. 


el 


J. L. Cutler R. E. Mercer 

J. L. Cutler is now technical con- 
sultant in the hose sales department of 
Goodyear Tire and Rubber Co., Ak- 
ron, Ohio. R. E. Mercer has been 
named to succeed him as assistant 
manager of that department. Mr. 
Mercer was a field representative in 
the Des Moines, Iowa, district prior 
to his new position. Mr. Cutler had 
been senior staffman in the hose sales 
department. 
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David W. Hopkins, executive vice 
president of R-S Products Corp., a 
subsidiary of S. Morgan Smith Co., 
has been appointed chief consultant 





Company —___ 
Street Address. = 








for the valve division of the parent 
company. His headquarters will be in 
Philadelphia and New York. 

o 








Midland Industrial Finishes Co., has 





eres er anette 


named R. A. Lemersal, a veteran of 
10 years in sales, to the position of 
assistant sales manager. 








aG@INAE . . . interpreting the oil news 


Midwest 


By Leonard Castile 


Shortsighted Laws—A new rash of 
restrictive ordinances against the oil 
industry, some supported by dealers, 
some by consignees, is breaking out 
in various parts of the Midwest. In all 
cases, the industry people who are 
seeking to curtail deliveries, limit 
storage capacity at service stations and 
regulate closing hours are taking a 
shortsighted view of their problems. 

At Litchfield, Ill., an ordinance is 
pending which would place a limit of 
1,800 gal. on the amount of products 
that could be delivered to a service 
station at one time. The ordinance is 
designed to prevent the bypassing of 
bulk plants and reportedly has the 
support of some local consignees. 

At Dearborn, Mich., dealers were 
the principal advocates of an ordi- 
nance to limit service station gasoline 
storage capacity to 10,000 gal., limit 
each station to four pumps, and make 
it illegal for stations to remain open 
between midnight and 6 a.m. 

In Minnesota, the whole industry is 
united in opposition to an ordinance 
adopted by the City of Austin requir- 
ing collection of license fees for tanks 
at bulk plants and pumps at service 
stations. It is primarily a revenue rais- 
ing measure. Several other Minnesota 
towns, including Albert Lea and 
Worthington, are eyeing the Austin 
ordinance as a ripe, new field for en- 
riching the municipal coffers. 


Progressive Jobbers—In past years, 
groups of jobbers in many states have 
supported legislation such as that 
pending in Litchfield designed to pre- 
vent the bypassing of bulk plants. In 
most cases, this type of restrictive 
regulation failed. And the principal 
reason it failed was that more progres- 
sive jobbers stepped forward in op- 
position. 

Historically, it is the Independent 
jobber in oil marketing who has pio- 
neered and developed new marketing 
techniques and new ways of cutting 
costs. As a matter of fact, it is gen- 
erally recognized that Independent 
jobbers were the first to seize upon 
bulk plant bypassing as a means of 
making big cost reductions in trans- 
portation. 


Today, many jobbers except those 
marketing strictly in rural areas, make 
transport dumps to at least a few of 
their stations. Many jobbers have in- 
stalled sufficient storage at all stations 
to take transport loads. Numerous 
others are increasing their station 
storage as rapidly as possible. 

Dearborn Multi-Pumps—tThe Dear- 
born dealers might study the experi- 
ence of these jobbers in deciding 
whether to continue their support of 
the restrictive ordinances. They are 
directing their ire against a newly 
opened multi-pump station which they 
accuse of disrupting the market. In 
effect, they are trying to outlaw multi- 
pumps. What would their attitude be 
if, at some future date, they decided 
that the most profitable way to oper- 
ate was through large stations? In that 
event, they would have no one but 
themselves to blame for attempting to 
settle their problems through govern- 
mental regulation rather than in the 
market place. 


New Austin Tax—The Austin ordi- 
nance strikes at the whole marketing 
branch of the industry and every oil 
man should be on the alert to fight 
any similar regulation that might arise 
in his community. It’s comparatively 
easy to put through a new tax but 
virtually impossible to get it off the 
books. Under the Austin ordinance, 
bulk plant fees are $50 for the first 
tank, and $25 for each additional tank 
with a maximum of $100. Service 
stations are assessed $5 for each 
pump, with a maximum of $25. If the 
ordinance sticks, what’s to prevent the 
council from doubling the fees next 
year, and tripling them the year after? 


Atlantic Coast 


By 
Raymond E. Bjorkback 


Supplier-Retailer Relations—The 
American Petroleum Institute’s new 
service station advisory committee is 
showing a lot of promise. 

The biggest dividend the industry 
can expect from it is, of course, better 
understanding between supplier and 
gasoline retailer. The gap between 
them appears to have become a little 
smaller in just the few months since 
spring, when the committee had its 
organization meeting. 
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The beginnings of a better feeling 
toward suppliers is showing up when 
dealer leaders talk about committee 
activity. 

And perspectives are changing on 
the other side, too. Here you frequent- 
ly find men volunteering that they've 
been most favorably impressed with 
the caliber of certain of the dealer 
leaders they've been encountering. 

Prospects for their getting even bet- 
ter acquainted with each other and 
with each other’s problems appear 
good also. 

Chairman C. Z. Hardwick of Ohio 
Oil has gotten the committee off to a 
working start. 


Booklet for Schools—One subcom- 
mittee expects to present for consider- 
ation at Chicago in November the 
draft of a proposed dealer “recruit- 
ment” booklet to be placed in the 
hands of grammar and high school 
graduates by guidance teachers. In 
preliminary form, the draft has an 
objective slant, covering the draw- 
backs as well as the good points of 
service station operation. 

Training Progress — Committee 
members are watching closely some 
projects—in progress or the planning 
stage—of the API marketing division’s 
marketing personnel training commit- 
tee. These include the rewriting of the 
Commerce Department publication on 
service station operation, preparation 
of a manual designed to help dealers 
sell more motor oil, and inquiry into 
possibilities for public school training 
for service station work. 

Nor will the committee lack sugges- 
tions for building up a program. 


Long-Term Lease—Dealer groups 
all over the lot have developed a 
strong interest in chances for getting 
suppliers generally to adopt the longer- 
term lease. For legal reasons, it isn’t 
likely that the committee can do any- 
thing with this subject, but it'll be 
brought up. 

The National Congress of Petrole- 
um Retailers, for one, would like to 
have the committee consider lease 
terms, also the following subjects: 


1. Study of sizes and types of serv- 
ice stations. 

2. Establishment of courses in high 
schools, colleges and universities for 
service station operators on business 
management and merchandising. 

3. Establishment of a retailer ad- 
visory committee by each supplying 
company which would be consulted 
on company policies on dealer oper- 
ation. 


4. Establishment of a committee to 
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REGIONS 


study adequacy of profit for dealers. 
5. Elimination of back yard pumps. 
6. Courses in vocational high 
schools and universities for potential 
service station employes. 


Smart Advertising—The motor car 
manufacturer (Chrysler) who’s been 
singing the praises of the service sta- 
tion operator in recent advertising has 
been credited in dealer and other in- 
dustry quarters with a smart stroke. 

The ad copy winds up with the sug- 
gestion that the dealer sees and serv- 
ices all makes, that his opinion of dif- 
ferent makes is worth something, and 
that the motorist sound him out when 
choosing a new or used car. 

The reaction: “What dealer is going 
to knock that company’s cars?” 


Pacific Coast 


By Frank Breese 


Trade—Aaron C. Steitz, 
one of the shrewdest Independent mar- 
keters in the Los Angeles Basin, hit 
on a way to bring carriage trade to a 
serve-yourself station.. Mr. Steitz sells 
aviation gasoline for high compression 
Cars. 

Since Mr. Steitz began dispensing 
the high-powered fuel at his Glendale 
station, called Suppose-U-Serve, there 
has been a stream of Cadillacs, Lin- 
colns, Buicks and Oldsmobiles, Promi- 
nent-name men have brought their big 
cars around to be filled with avgas. 

The avgas is said to have a 105 oc- 
tane rating and is called “Air Force 
a gasoline. It sells for 35¢ a 
gal. 

Rather than push the product with 
a big splash, Mr. Steitz has quietly 
promoted it by informing service man- 
agers at Cadillac and Buick shops that 
it was available. It caught on almost 
right away, and the word-of-mouth 
promotion has been so effective that 
cars from communities 20 miles away 
have been drawn in. 


Can’t Advertise Presiums—Pre- 
miums and drawings are routine at- 
tractions at most independent service 
stations on the Pacific Coast. But the 
state’s remodeled law on gasoline price 
signs makes it hard for dealers to put 
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up hard-hitting signs promoting pre- 
miums. 

The law bans extraneous advertis- 
ing on price signs. It also bans refer- 
ences to savings. A lot of premium 
signs have been judged illegal by en- 
forcement agents. They argue that 
when you mention gasoline purchase 
and premiums at the same time, the 
posted “gas” price is incorrect because 
it fails to take into account savings 
represented by the value of the pre- 
mium. Hence, the sign is a violation 
because the posted price is erroneous. 

Signs like this are considered illegal: 
“Free glassware with 10 gal. of gaso- 
line,” “Premium with 5 gal.,” “Free 
pyrex with every ‘gas’ purchase,” 
“Save premium coupons” and so forth. 

References with premiums regarded 
legal are ones like this: “Free coupons 
for pyrex,” “Premiums to customers,” 
“Coupons, premiums, free!” “Free ny- 
lons here,” “We give coupons” and so 
forth. 


One sign that’s quite common is 
“Car wash 99¢ with 10 gal. of ‘gas’.” 

That is typical of signs that are 
bringing out all the legalistic abraca- 
dabra of the law. An operator may 
argue that the price of gasoline is not 
changed, that the price refers only to 
the car wash. But an agent will prob- 
ably argue that the savings applies as 
much to the gasoline as the car wash. 

Dealers are complaining that the 
law is being carried to a point of ab- 
surdity now. It has been bothersome, 
and now it’s a real irritant, they say. 

Dealers now plan to organize a 
move against the price posting section 
of the law when the California legis- 
lature meets, but that won’t be until 
1955. 


Free Boys Camp — California oil 
men and women were hosts to 237 
boys at a camp in the high Sierras this 
past summer. The boys, selected from 
42 communities in five oil producing 
counties, wouldn’t have had a chance 
to go to summer camp otherwise. 

The oil people are sponsors of the 
Pyles Boys Camp, founded by R. M. 
(“Uncle Bob”) Pyles, superintendent 
of the Southwest Exploration Co., 
Huntington Beach. Men from all 
branches of the industry have con- 
tributed to it. 

During the five years the camp has 
been going, 923 underprivileged boys 
have been guests there. 


Hot Rods Mark Progress — The 
other day, international speed trials 
were held at the Bonneville salt flats 


under the sponsorship of the National 
Hot Rod Assn. Chester Barand, a 
General Petroleum engineer, watched 
the trials to learn about passenger cars 
of the future (GP donated some petro- 
leum products). 

Mr. Barrand found that all record- 
setting cars using spark ignition en- 
gines were built around American pas- 
senger car V-8 engine blocks. Every 
power unit employed a fuel injection 
system, and every car employed stock 
lubricants. He said that close similar- 
ity ended at that point as the special 
fuel blends included methanol and ni- 
tromethane in varying proportions. 
Compression ratios were between 9 
and 12.5 to one. 

Mr. Barrand commented that the 
record-breaking hot rods, which set 
speed marks of more than 230 mph, 
were setting the standards of engine 
power and performance of 20 years 
hence. The average motorist who is 
more concerned with the condition of 
the family car than with its maximum 
speed can be shown that the Amer- 
ican stock cars of 1935 were the rac- 
ers of 1915, and the passenger cars of 
1953 are similar to the racers of 1933, 
said Mr. Barrand. 


Another point, he said, is that rac- 
ing cars have always required petro- 
leum products equivalent to those rec- 
ommended for passenger cars 20 years 
later. 


This time, said Mr. Barrand, spe- 
cially concocted lubricants were not 
needed, indicating that oil used in the 
record-breakers is the kind that can 
be used in future cars. 


Trucking Gains—Dry cargo and tank 
trucks handle 76% of all freight 
hauled in California. That was stated 
as a fact before the Public Utilities 
Commission by the head of the com- 
mission’s permits and fees section. In 
1938, the trucks carried 63% of the 
freight load. 


Truck revenue in 1952 was over 
$384,000,000, the report said. 


City Sinking—Long Beach thinks it’s 
sinking, and it thinks oil is responsible. 

The suspected subsidence is caused 
by removal of oil from the rich fields 
in that area, according to one theory. 
So Long Beach voted to spend $60,000 
on a survey to determine the extent 
of vertical and horizontal end move- 
ment. 

The city council has received com- 
plaints from building managers who 
report sticking windows and disaligned 
elevator shafts. 


NATIONAL PETROLEUM NEWS * September 23, 1953 











EDITORIALLY SPEAKING 


The basic fact of the oil industry’s problem 
of today of maintaining alleged “surplus” refinery 
capacity and seeming “surplus” stocks of products 
is the thinking of each individual company’s sales 
department on price. 

If a sales department thinks that a price is 
NOT TOO HIGH and stays by that price, and 
if every other sales department has approximately 
the same idea, the price will be collected. 


But if one sales department, one sales manager 
or perhaps even one salesman, thinks that the 
price is too high to make the sale—whether at 
a profit or not is aside from the question—then 
that sales department will reduce its price and the 
fat will be in the fire, as most every other sales 
department will follow suit, perhaps even fran- 
tically. 

Prices are made by a desire to sell, meeting 
evenly a desire to buy. Actual cost of producing 
the commodity has little, and unfortunately often- 
times nothing, to do with the height of the price, 
except as the owner of the commodity has knowl- 
edge, courage and a financial position to be able 
to refuse to make a sale except for the price 
he asks. 

This season is the first in some 14 years that 
present oil management has been faced with a 
seemingly strong buyer’s market. 

How many in today’s management are equipped 
in their thinking to meet the importuning of buy- 
ers, on the one hand, for a lower price, and the 
seeming push of seeming “excess” products on 
the other? 

How many sellers are going to stand firm and 
refuse to sell at unprofitable prices? 

How many sellers are in a financial position 
to do so, or, what may be more important, think 
they are in such a position? 

Isn't now the time to stop and study simple 
economics and the psychology that has much 
to do with price, before oil men do any more 
frantic talking about having “to do something” 
or having the government “do something” to keep 
the oil operation profitable—while the industry 
creates and maintains, on a financially sound 
basis, the greater capacity to both manufacture 
and store the cushion the military estimates is 
needed for the country’s safety? 

In the first place, how much capacity, either 
in peace or war time, is “excess” on the market? 

Does any one know or have a formula that 
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can be played on a “slip stick” so that the smart 
technical graduate in the next room can give 
the boss the answer from day to day so that he 
can mark his price up or down accordingly? 


Must the industry do a lot of experimenting 
with “excess” and price to find how to get past 
the present seeming crisis? Or is it a crisis only 
in our thinking? 

Is “excess” anything beyond present physical 
capacity—that is, more crude than you can get 
into your present tanks; more refinery products 
than you now have tankage for? Must shipments 
to marketing storage and outlets be on the pres- 
ent tight basis? 

Who says so and why? 

The industry’s market is steadily and relent- 
lessly expanding and with little of what seems 
to be real planning of that expansion, because 
people are continually buying the internal com- 
bustion engine for their increasing needs. 


Has the industry—have the individual compa- 
nies, large and small—exact knowledge in suffi- 
cient detail of that month-to-month expansion and 
has that been properly and accurately planned 
both as to more finances and more equipment? 


And then have all of management who may 
have to act with knowledge of those figures been 
fully informed as to what those figures really 
mean? That there is no “excess” in fact, or that 
there is only a “slight excess,” or that there really 
is too much of an “excess” for the market to absorb 
without making price unprofitable if we dump 
it all out? 

NPN has not yet heard any exact figures as to 
just when capacity becomes “excess” and stocks 
become “surplus” enough to “ruin the market 
price.” 

The industry’s tanks may be full, but has the 
situation gotten beyond the industry's ability to 
do sound thinking and maybe build more tanks? 


Happy thoughts and fine words will not rem- 
edy the present situation, if there is anything 
wrong with it except our thinking, but we have 
seen the industry in dilemmas before where, at 
least for a time, gossip, idle conversation, rumor 
and loud speeches seemed to govern its thinking 
and its acting. 

So, before there is any more commotion that 
sounds like panicky talk, why cannot the oil men 
dig out the facts as here suggested and make 
them known universally? Maybe we have some 
way to go before we have really true “excesses?” 
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Light Fuel Oil Demand Begins to Rise 


By Frank Holman, NPN Staff Writer 


Distillate demand staged a slight comeback in 
northern markets East of the Rockies last week. 
It was apparent, however, that seasonal demand 
still had not established itself in earnest despite 
cooler weather, since most suppliers continued to 
express disappointment with light fuel shipments 
at the end of the third week of September. 


Quantities of residual fuel, available from tank car mar- 
keters, remained unsold in market at $1.10, Group 3, a 
price considered “low” by many suppliers. Following a 
summer of unusual firmness, Chicago district suppliers, on 
the other hand, raised their residual fuel prices 0.15¢ to 
0.25¢. Central Michigan refiners also raised their residual 
fuel quotations 0.5¢ in some cases. One refiner commented, 
however, that he may have to reduce his prices again after 
reviewing certain state bids, which again unsettled black oil 
prices in this area. 

Although the general trend in residual fuel prices in 
interior markets seemed to point up, there was easiness in 
bunker “C” fuel at the Gulf Coast. One buyer said he had 
bought 0.6% sulfur content bunker oil at “OILGRAM 
low,” adding that normally this grade of fuel sells at 10¢ 
“premium.” Buyer also indicated he had made an earlier 
purchase of similar material at a “discount.” 

Gasoline Inventories continued to rise and it was ap- 
parent that Gulf area refiners were pushing for sales by 
offering “discounts” of 0.125 to 0.25¢ on top grades and 
0.375 to 0.5¢ on product with lower octane ratings. 


Despite reports of offerings at “0.125 to 0.25¢ off” de- 
livered terminal prices “pipe line” gasoline was in greater 
demand in certain farming areas and, as a result, trade 
sources said there was a renewal of confidence in this 
market. Part of the improvement in gasoline was due to 
greater emphasis on transmission of distillates and the fact 
that gasoline tenders were being restricted by permits. 

Summer-fill discounts to die—Meanwhile, along the At- 
lantic coast, both light fuels and gasoline experienced prob- 
lems arising from quiet demand and big inventories. Sources 
said, nevertheless, that signs pointed to discontinuance of 
suppliers, 0.5¢ summer-fill discounts by Oct. 1. In the 
Midwest, where a few suppliers have allowed 0.25¢ dis- 
counts, it was indicated that these and delayed billing 
inducements also will be discontinued at the end of 
September. 


Bulk trading in gasoline generally was quiet in all 
interior markets, but in some areas sniping for consumer 
gasoline business was sharp and widespread. In the East, 
one jobber reported he had lost a 4,000,000-gal. yearly ac- 
count even though he had offered to supply it at his cost 
price plus motor truck charges to consumer's storage. 

In another Eastern area it was said that most commercial 
gasoline accounts will pay from 2.25 to 2.4¢ under tank 
wagon for their next year’s supplies, while one account 
using 1,000,000 monthly, will pay “more than 3¢ off.” 

keen—There were indications, too, 
that bidding for muuicipal and other governmental business 


had sharpened. For 1954 consumer business in one Eastern 
area, prices as low as “2.91¢ off” were quoted on relatively 
small amounts. In Michigan, bidding for county business 
disclosed discounts of 0.25 to 0.75¢ off dealer tank wagon 
prices for short terms. 


In general, light fuels were improved although there still 
were reports of No..2 fuel going at “distress” prices. At 
New York harbor, one such sale was said to have been 
made at 8.75¢ per gal., but this was not confirmed. 


At the Gulf, some suppliers said northern terminal oper- 
ators again were showing interest in distillates for winter 
deliver. 


Winter delivery—Two large refiners said sales depart- 
ment records for a large section of the Midwest indicated 
their jobber and household customers had filled storage to 
60-75% of capacity. 


Avgas octane race—Lifting of pad order No. 4 on mini- 
mum lead restrictions for aviation gasoline effective Oct. 1, 
and the fact that some refiners now have surplus of product, 
was seen by some observers as start of a quality race in 
avgas. 


Starting Oct. 1, export shipments of avgas from some 
U.S. plants will contain 4 cc’s of tetraethyl lead instead of 
4.6 cc’s required under the order invoked to stretch sup- 
plies to maximum consistent with flying safety. 


For U.S. consumption, refiners generally are still making 
avgas with 4 cc’s of lead, but some are thinking of cutting 
lead content to 3 cc’s. This deep a cut in TEL content will 
mean a reduction in avgas output to some refiners of as 
much as 1,500 to 3,000 b/d. 


Trade reports indicate there are “extra” avgas supplies 
now in market as evidenced by eagerness of earlier bor- 
rowers among manufacturers to repay in kind. 


More tankers idle — Inactivity in tanker operations 
brought an increase in laid-up tonnage—from 1,565,431 
to 1,631,495, up 66,064 tons—when five U.S. flag ships 
went out of service. Tankers in lay-up now total 144, of 
which 43 are U.S. flag vessels. 


Principal foreign development was announcement of 
initial tariffs by Interprovincial Pipe Line Co. for shipments 
of crude oil from various Canadian fields to West Branch 
and Port Huron, Mich. (see p. 41). 

Retail gasoline markets remained unsettled at many 
points in the East although higher prices were reported at 
Providence. Details follow. Prices are exclusive of state 
and federal taxes, amount of which is shown in parentheses. 


Providence, R.I. (6¢)—Retail gasoline prices bounced 
back to near “normal” postings at most service stations 
with regular-grade boosted in amounts from 2¢ to 8.9¢ gal. 
One private brand still posted regular at 13.9¢ late last 
week, but most prevalent price was 20.9¢, compared with 
21.4¢ in late July when gallonage fight started. 


Wilkes-Barre, Pa. (7¢)—Retail prices took another turn 
for the worse, dipping 2¢, and dealer tank wagon was off 
1¢. Dealer price cuts from 12¢ to 11¢ for regular-grade 
were made in Wilkes Barre proper and townships of Han- 
over, Kingston, Plains, Jackson, Dallas, Plymouth, Nanti- 
coke, Marcy, Jenkins, Pittston and Exeter. Dealer prices 
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now are 5.7¢ below so-called “normal.” Majority of retail 
stations posting 13.9¢, down from 15.9¢. A few have cut 
2¢ to 12.9¢ at retail. 


Western Penna. 


Market Continues In Doldrums 


Activity in Western Penna. market last week for most 
part was confined to shipments against contracts, accord- 
ing to reports of refiners, and prices for all products were 
unchanged. 

A number of refiners expressed increasing concern over 
lack of demand for bulk lubricating oils. Ample inventories 
of bright and cylinder stocks especially were indicated, and 
some refiners said they might shade prices to large-lot 
buyers. No sales were disclosed, however, and consensus 
was that good volume of canned motor oil shipments was 
all that was supporting the lube market currently. 

Frost early in the week and generally cooler weather was 
expected to stimulate heating oil shipments and most re- 
finers have notified their regular customers that “summer” 
discouts will end on Sept. 30 as scheduled. Diesel oil ship- 
ments continued heavy against contracts. 

Gasoline inventories generally were reported low and 
most refiners said there had been no noticeable slackening 
in contract demand so far. 


Petrolatums were strong. One refiner said he had been 
short for the past six weeks. Others said that August vol- 
ume had been well ahead of last year and that September 
shipments so far were larger than year ago. Increased 
inquiry from foreign buyers especially was indicated by 
some sources. 

Volume of wax trading was not large but refiners gen- 
erally said supplies of crude scale were on the short side 
with prices firm at 5¢ per Ib. 


Atlantic Coast 


Buyers Sought for Gasoline, Distillates 


Increased efforts to find new outlets for gasoline were 
indicated in reports of East Coast suppliers the past week, 
and heating oils shipments still were slower than the ex- 
pectations of many marketers. Prices were reported un- 
changed, and it was said that quotations for most products 
could be “shaded-on” bids for prompt quantities. 

At Baltimore, reports were that the 6¢ differential 
between tank car and barge prices for No. 6 oil had 
narrowed; differential at other Atlantic seaboard points 
is 3¢. 

There were continued signs that suppliers will discon- 
tinue their summer fill 0.5¢ discounts on Sept. 30 even 
though occasional quantities of “distress” No. 2 fuel cur- 
rently were reported. As with Esso Standard and Sun 
Oil, Gulf Oil Corp. said that it had sent out notices to 
its customers that, as of midnight Sept. 30, it would with- 
draw its 0.5¢ (21¢ per bbl.) discount on kerosene, No. 2 
fuel and Diesel oil. 

Except for the unconfirmed sale of one large lot of 
No. 2 fuel at New York Harbor at 8.75¢ per gal., trading 
in spot lots was quiet. Suppliers said they were beginning 
to receive orders for distillates from their tank car and 
barge No. 2 customers, but the general report was that 
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purchases easily could be stepped up substantially. 

Sniping for consumer gasoline accounts was widespread, 
it was reported. An Eastern Pennsylvania jobber said that 
he had lost a large (4,000,000-gal.-per-year) account al- 
though he offered to supply regular-grade over next year 
at his “cost price (2.8¢ off tank wagon), plus motor truck 
haulage” to the consumer’s storage plant. 


In Philadelphia, reports also were that most commercial 
gasoline accounts will pay from 2.25¢ to 2.4¢ (off tank 
wagon) for next year’s gasoline, while one of the largest 
commercial consumers, a transportation company (12,000,- 
000 gals.) will pay “more than 3¢ off,” with the supplier 
also making a “considerable investment” in pumps and 
storage equipment. 

The quietest product of all was No. 6 fuel. Barge 
trading in this oil was negligible, although tank car 
prices at some points were feeling the pressure of com- 
petition both from coal and natural gas. At Baltimore, 
it was said that some suppliers were “discounting” their 
No. 6 tank car prices by 3¢ per bbl. to net price of $2.28. 


Midwestern (Chicago-E. St. Lovis Area) 
Light Fuels Steadier; Residuals Firm 


Reports of softness in light fuel market were not as 
prevalent as they were earlier in September in Midwest last 
week and most trade sources said residual fuels had taken 
on additional firmness since mid-month. 

Refiners’ prices were unchanged and open market trad- 
ing remained quiet. Gasoline demand was steady at pipe 
line terminals, some of the call resulting from pickup in 
farm consumption. 

Opinion was divided as to degree of firmness No. 6 fuel 
was showing in one open market. Some traders said $1.10, 
Group 3, for resale, represented “low” quotation for bulk 
of material, while others said $1.05, for resale, still was 
prevalent for either high or low-sulfur product for balance 
of September. Refiners’ quotations for No.6 were un- 
changed at $1.10 to $1.30. 


Light fuel shipments, in many cases, still failed to meet 
refiners’ expectations for September. Two large refiners, 
however, said sales department figures indicated their sec- 
ondary suppliers and consumers were from 60 to 75% of 
being filled to capacity. Both said they also were keeping 
outlying bulk storage tanks filled to the brim with light 
fuels. 


Central Michigan 
Heavy Fuel Prices Move Up 0.5¢ 


Refiners’ prices for heavy fuel oils ranged 0.5¢ higher 
in Central Michigan last week after a summer of wide 
differences in storage positions. Light fuels were in better 
demand, while call for gasoline was in seasonal decline, 
according to refiners. 


Refiners’ quotations for No. 5 fuel ranged from 7.25 
to 8.25¢, FOB Central Michigan, up to 0.5¢ on the low 
and 0.25¢ on the high side. No. 6 fuel prices ranged 
from 7 to 7.8¢, up 0.5¢ om the low. 

Decline in gasoline demand unsettled market conditions 
in some areas. In one locality, retail gasoline prices re- 
cently went back to so-called “normal” after being up and 
down most of the summer. In a city 70 miles away, 
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Summary of Daily Gasoline Prices (Sept. 15 through Sept. 


21) 





Motor Gasoline 93 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.)..... 


W. Tex. (Texas & New Mex. shpt.).... 
EB. Tex. (Truck Tnsp.).........-0..:. 

Motor Gasoline 90 Oct. "oer 
Okla., Group 3 (Okla. shpt.).. 

Okla., Group 3 (Northern shpt. ‘e ‘ 

Midwestern (Group 8 basis)........ ; 

N. Tex. (Texas & New Mex. shpt.).... 
. Tex. (Texas & New Mex. shpt.).... 

E. Tex. (Truck Tnsp.) 

Cent. W. Tex. (Truck Tnsp.)......... 

Motor Gasoline 88 Oct. (Premium): 

. Tex. (Texas & New Mex. shpt.).... 
W. Tex. (Texas & New Mex. shpt.).... 
E. Tex. (Truck Tnsp.) 

Motor Gasoline #4 Oct. (Regular): 
Okla., Group 3 (Okla. shpt.).......... 
Okla., Group 3 (Northern shpt.)....... 
Midwestern (Group 3 besis). 

N. Tex. (Texas & f 
W. Tex. (Texas & New Mex. shpt.).... 
E. Tex. (Truck Tnsp.) ............. ‘ 

Mipser Gasoline 82 Oct. (Regular): 

cs (Texas & New Mex. shpt.) 


B. Tex. (Truck Tnep.)......0.0-00 SF Bie 
Cent. W. Tex. (Truck Tnsp.)......... j 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.). . re 
Okla., Group 3 a shpt. Daa ccaal 
Midwestern (Grou basis). 

= ae (Texas & 
W. Tex. (Texas & New Mex. shpt. 
E. Tex. (Truck Tnsp.) 


Cent. W. Tex. (Truck Tnsp.)........... 


Motor Gasoline 92 Oct. (Premium): 
New York harbor 
New York pen ae 
Philadelphia. . 
Baltimore 


Motor Gasoline 86 Oct. Regular): 
New York harbor. 


Pp 
Philadelphia, barges. . 
Baltimore 


= VCR he eh eat 


Motor Gasoline: 
Western Penna., Bradford-Warren: 


90 Oct. (Prem. y ERNE UE Re ee 
86 Oct. 


(Regular). . bie 
Western Penna., ou City: 
Prem. 


} spine 
86 Oct. eee ; 
Western Penna., weminghs 
Prem. 


ew Mex. shpt.). sae : 


a kew M Mex. shpt. ... at 


Monday 
Sept. 21 


1375-14 .25 
13.5 
13.5 


(2)12 5-13 .125 
(6)12 .875-18 .125 
(4)12 375-13 125 
13-18 .75(2) 
13-13 .75 
18-13 .75 
13 


12.75 
13 
13 


(2)11 5-11 625 

(7)11.3875-11 .625 

(6)11 875-11 .625 
11.75-12.7 
11.75-12 .25 
11.75-12.25 


(2)11. 75-12 .25 
11.75-12 
11.75 


10 .625-11 .125 


10 625-10 .875(2) 


10 .625-10 875 

10 .75-11.8 

11.25-11.5 
—. 

1 


15 .4-15.7 


14. re 6 
13-14 
(2)14. bis 6 


(2)13 .4-14.8 
13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14,15(8) 


15.5 
14.25 


Poting Thursday 

Sept. 18 

25 18 .75-14 .25 
13.5 


13 .75-14 
13.5 
13.5 


(2)12 .5-18 .125 
(6)12 875-13 .125 
(4)12 .875-13 . 125 


(2)11 5-11 .625 


(7)11 875-1 
(6)11 875-1 
11.75-12 


11.75-12 .25 


11.75-12 


(2)11 . 75-12 .25 


11.75-12 
11.75 


10 625-11 .126 
10 .625-10 .875(2) 
10 .625-10 .875 10.6 


10.75-11. 
25-11 


11. 5 
(2)11-11 125 
il 


15 .4-15.7 
15 .3-15.6 


16(2) 
14.4-16.6 
14.4 


+. 15-14. 
$-14.1 


@is. % 14.6 
(2)13.4-14.8 
13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(3) 


15.5 
14,25 


Wednesday ‘Tuesday 
Sept. 16 Sept. 15 
13 .75-14.25 18 .75-14.25 
13.5 13.5 
13.5 13.5 13.5 


Sept. 17 


(2)12 5-13 .125 
(6)12 375-13 .125 
bale ri 125 
13-13 .75(2) 
13-13 .75 
13-13 .75 
13 


(2)12 5-13 . 125 

(6)12 375-13 .125 

(4)12 .875-13 . 125 
13-13 .75(2) 


(2)12 56-13 .125 
(6)12 375-13 .125 
(4)12 .875-13 .125 


13-13.75 
13 


12.75 12.75 
13 13 
13 13 


(2)11 5-11 .625 
1,625 (7)11 875-11 .625 
1.625 (6)11.375-11 .625 
x 11.75-12.7 

11 .75-12.25 
-25 11.75-12.25 


(2)11 5-11 625 

(7)11 875-11 .625 

(6)11 875-11 625 
11.75-12.7 
11.75-12 25 
11.75-12.25 15-12 25 

(2)11 .75-12.25 (2)11.75-12 .25 15-12 .25 
11.75-12 11. 75-12 1.75-12 
11.75 11.75 15 


10 .625-11.125 
10. 28) o_o 


10 .626-11 .125 10 .625-11 . 125 
10. 0. 875 (2) 10 .635-10 . 875) 
& 5 10 .625-10. 875 

10.75-11 .8 


11.25-11.5 
a: Eat hae 


8 10. iil, g 
11.25-11.5 


1.26-11. 
a @)- 11.125 


15 .4-15.7 
15 .8-15.6 


14.4-16.6 
14.4 


15 .4-15.7 15 .4-15.7 


15 .8-15.6 
16(2) 
14.4-16.6 
14.4 


6 14.15-14.6 
13-14.1 
(2)14.5-14.6 
14.4 
(2)13 .4-14.8 
13.4 


oe aa et 6 
= sit 6 


14.4 
(2)13 .4-14.8 13. + 14.8 
13.4 13.4 


15 .15(2) 
14.15(2) 


15 .15(2) 
14.15(2) 


15 .15(2) 
14 .15(2) 


15.15(2) 
14.15(3) 


15 .15(2) 
14.15(3) 


15 .15(2) 
14.15(8) 


15.5 15.5 15.5 
14.25 14.25 14.25 





however, 


dealers handling major brands reduced their 


pump prices 2¢ in a downward move reportedly started 


by a private brand operator. 


And in a third locality 


noted for retail price cutting, a price war was said to 


be “ready to pop any day.” 


Some unrest in gasoline also was noted at the com- 


mercial consumer level when it was disclosed that a 
large refiner had tendered a bid for county business to 
supply regular-grade gasoline at approximately 0.75¢ under 
the local dealer tank wagon price. 


Chicago District 
Residual Fuels Quoted Higher 


Most grades of residual fuel ranged 0.1¢ to 025¢ higher 
in Chicago District last week following advances by several 
suppliers. Quotations for other products were unchanged. 

Retail demand for light fuels improved with cool weather, 
but suppliers said there would be a time lapse of about one 
week before jobber call would improve to any extent. 
Gasoline prices were steady despite big inventories and 
seasonal decline in demand. 

After a summer noted for low residual inventories and 
an unusually firm market, suppliers began raising their 
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prices, generally 0.15¢. Quotations for No. 5 low-sulfur fuel 
ranged from 6.9 to 7.15¢, up 0.15¢ on the low and 0.25¢ 
on the high. No.5 high-sulfur ranged from 6.9 to 7¢, up 
0.15¢ on the low. No. 6 low-sulfur fuel ranged from 6 to 
6.375¢, up 0.1¢ on the low side. 

Despite the firm local market, “dump-rate” gas to indus- 
try still was said to be cutting into residual fuel demand in 
some cases. Repair of leakage in Herscher, Ill., gas dome 
and seasonal increase in household gas heating load is ex- 
pected to change this situation, however. 

Steadiness in gasoline was attributed in part to shipments 
to lake terminals. Big stocks, however, put some refiners 
in position of ready sellers, but they said they were not 
searching for buyers, nor were they shaving prices to make 
a sale. 





Crude Oil Prices 


Reduction of 50¢ in Penna. crudes posted by 
Joseph Seep Purchasing Agency of South Penn Oil 
Co., effective Sept. 21. The cut was attributed to a 
depressed crude oil situation coupled with slow 
sale of some wholesale refined products. No other 
changes reported in crude oil prices in week ended 
Sept. 19; for complete price schedules, see Aug. 26 
NPN, p. 38-39. 
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Mid-Continent 


Gasoline Outlook Good; Residual Firm 


Anticipated good fall demand for gasoline, commencing 
with farm harvesting operations, plus reductions in refinery 
runs, tended to make Mid-Continent refiners “more con- 
fident” of their gasoline market the past week. However, 
during the week, there was little prompt demand for any 
product except low sulfur No.6 fuel. No open market 
sales were disclosed, and refiners’ quotations generally re- 
mained unchanged. 


High stocks of gasoline at most refineries were still a big 
worry to many refiners. But, with reports of reductions in 
runs at several large plants, and talk of cutbacks coming at 
some of the smaller ones, most refiners said they were 
“a little more optimistic” about chances of present prices 
holding for time being. However, at northern pipe line 
terminals, spot buyers found gasoline fairly freely offered 
at 0.125¢ to 0.25¢ “under published prices” plus trans- 
portation. Locally, refiners generally found their gasoline 
shipments good against contracts. 

There were a few “nibbles” for burning oils to be shipped 
north by tank car, and also a few calls for pipe line mate- 
rial. However, considering what some refiners described as 
their “bulging storage tanks” distillate demand in the Mid- 
Continent has a long way to go before it catches up with 
available supplies. 

“We are all expecting a real long, hard winter,” an Okla- 
homa refiner said. “We are due for one. But, if we don’t 
get it, we are all in for some serious troubles on distiHates.” 
His remarks were typical of other comments in the Mid- 
Continent the past week. 


Residual fuel, as in recent weeks, remained as about the 
only firm product. There were calls both for low and high 
sulfur No. 6 with prices holding steady at $1.10 and up, 
according to most reports. Some high sulfur material was 
available at $1.05, Group 3 basis, but to resellers only. 

Lubricating oils were moving “fair volume,” it was said, 
“at present prices.” 


Gulf Coast 
Surplus Not Yet Dented by Run Cuts 


The effect of reduced runs by many refiners at the Gulf 
the past week was not yet noticeable in the products market 
for cargo quantities, according to reports of refiners and 
traders. Motor gasolines could be obtained at “discounts,” 
distillates were freely offered for early lifting, and low 
sulfur bunker oil was quoted and sold at prices asked for 
no-sulfur-guarantee material. 

The sale of 5,000 b/d of gas oil for lifting over the year 
1954 was said to have been made to a foreign buyer with 
the price reportedly “based on OILGRAM on lifting dates. 
Trading in spot lots, however, continued quiet, and the 
only transaction reported was of several barge lots of low 
sulfur bunker oil to a Chicago buyer at $1.85 per bbl. An 
additional 300,000 bbls. of this material also was said to be 
available at the same price for lifting during balance of 
this year. 

The principal weakness in the cargo trade continued to 
be motor gasoline and, according to several sources, the 
following “discounts” (off low-reported quotations) could be 
obtained on prompt cargoes. 93 oct. premium, 0.125¢- 
0.25¢; 87 oct. regular-grade, 0.25¢; 83 oct. regular, 
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NPN Gasoline Index 
cents per gal. 
Dealer T. W. Tank Car 
Sept. 21 . a 16.45 12.70 
Month Ago ... - . 16.46 12.70 
Year Ago : 15.32 11.65 


Dealer index is an average of dealer tank wagon prices 

ex tax in 50 cities. ; 
Tank car index is weighted aver of following whole- 
de , FOB refineries or 


sale markets for ——_ } 
terminals: Okla.; Midwest; W. Penna.; Calif.; N.Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











0.375¢; and 79 and 70-72 oct. gasolines, 0.375¢-0.5¢. There 
apparently was not much interest in gasoline even though 
it was said that some quantities have been quoted to up- 
river terminal operators at delivered prices involving some 
of the lowest barge-haul rates in recent years. 

No. 2 fuel was freely offered at 8.25¢ the gal., the 
low-reported price for cargo quantities. It was said that 
full tanks along the East Coast kept some terminal oper- 
ators, who usually are active at this time, out of the mar- 
ket. Lending some firmness to distillates, however, were 
reports that these oils were “not long” in the Caribbean 
area, particularly through late October, at which time ship- 
ments to Inland Canada (via the St. Lawrence River) will 
be closed off on account of ice. 


Quotations were reported unchanged for all products, 
and no spot sales of cargo lots were disclosed. 


Propane Prices Rise in East 


Propane tank car customers in the East have been noti- 
fied by some suppliers of price advances—0.75¢ to 8.75¢, 
New York, effective Sept. 18, and 0.5¢ to 8.5¢, Philadel- 
phia, effective Oct. 1, according to reports here, and pur- 
chasing of volatile products generally in the nation has 
stepped up sharply from August levels. 


Buyers not only are making commitments to “get in 
under the wire” on price increases, some of which have 
been announced for Sept. 15 and 21 in the Mid-Continent, 
but also to obtain deliveries this month that will apply as 
“credits” to the gallonage available under existing contracts 
to the customers in the winter months. 


In the Mid-Continent, sales of both propane and butane 
are reported at 4¢, Group 3, although some sources say 
this price still can be “shaded” on small lots of propane. 
Butane, West Texas, also is held for 4¢, according to several 
reports. 


Canada to Michigan Oil Tariffs Set 


Interprovincial Pipe Line Co., in ICC No. 5, has announced 
initial tariffs on pipe line movements of crude oil from various 
Canadian reception points to West Branch and Port Huron, 
Mich., as follows: 

From Excelsior Junction Station, Redwater Station I, and 
Red Water Station II, all in Alberta, to; West Branch, Mich., 
61.5¢; to Port Huron, Mich., 66¢; 

From Edmonton Station, Alberta, to: West Branch, 59.5¢; 
to Port Huron, 64¢; 

From Cromer, Manitoba, to: West Branch, 42¢; to Port 
Huron, 46.5¢. 

Rates are in cents/Canadian currency/per bbl. of 42 U. S. 
gals., and are effective Oct. 15, 1953. 








. “144,000 of our employees 
*™ are enrolled in the 


Payroll Savings Plan” 


“The response of our employees to the Payroll Savings Plan for U.S. Savings Bonds is 
dramatic evidence of their conviction that Freedom is Everybody's Job. We are proud 
of their outstanding record in saving systematically in “E” Bonds, in thus adding to 


their financial independence as they give effective support to the nation.” 


Mr. Hood and his associates may well be proud of the 
Steel Corporation’s Payroll Savings figures: 


* 144,000 men and women of U. S. Steel are enrolled 
in the Payroll Savings Plan—an over-all employee 
participation of 52%—excellent for a company as 
large as U. S. Steel. 


e the average’ monthly investment of a U. S. Steel 
Payroll Saver is $20.79. 


* every month, these 144,000 employees invest 
$2,993,760 in personal security—and America’s eco- 
nomic stability. 


* in some U. S. Steel plants and subsidiaries employee 
participation runs as high as 80%. 


Nearly eight million men and women, in forty-five 


thousand companies, large and small, are building 
personal security and contributing to national economic 
stability by their $160,000,000 monthly investment in 
U. S. Savings Bonds. These Payroll Savers, with their 
$25 and $50 Bonds, are major shareholders in a huge 
reservoir of future purchasing power—the $35.5 billion, 
cash value of Series E_Bonds outstanding. 


What is the employee participation in your Payroll 
Savings Plan? The average monthly deduction? How 
many employees have been added to your Payroll 
Savings Plan in the last year? Call for the figures and 
study them. Then, phone, wire or write to Savings 
Bond Division, U. S. Treasury Department, Washing- 
ton Building, Washington, D. C. Your State Director 
will be glad to show you how easy it is to raise employee 
participation in your plan to 60%, 70%, or even better. 


The United States Government does not pay for this advertising. The Treasury Department 


thanks, for their patriotic donation, the Advertising Council and 


NATIONAL PETROLEUM NEWS 


© 
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in effect September 21 at Refineries and Terminals 


Gasoline 


OKLA., gag 3 (Okla. shpt.) 

on. .5-18 .125 

(2)11 5-11 .625 
10 .625-11 .1 

OKLA., Group 3 (Northern shpt.) 


(6)12 .875-18 . 125 
. (711 . 875-11 .625 
10 .625-10 .875(2) 


MIDWESTERN (Group 3 basis) 
(4)12 .875-18 .125 
. (6)11 .875-11 .625 


13 .75-14 .25 
13-13. 75@) 
12.76 


REREEE 


7 eee 1.75-12.7 
Ree" ° anit 75-12 .25 
below ‘ 0.75-11.8 


: 


. (Texas & New Mex. shpt.) 
Rosides 19-18-75 
13 


11.75-12 .26 
11.25-11.5 


SRERESr SEesea sRrEss: 
 £R28% 


RERERE 


13 

11.75 

11 
shipment to Ark. & La.) 


18 
11.75 
10 .625 


CENT 
90 
82 
60 

A 

90 
80 
60 


222 F cae 
q 


off 
c 


‘ai 
> 
Z 
w 
- 
ip 
= 


‘or Kansas destinations only) 


12 875-12 .625(2) 
12 .375-13 .875 
. (2)11.375-11.75 
11 875-12 .375 
10 6-11 .625 


suees 
REREE 
a, 


& below 


WESTERN PENNA. 
Sree Wanvens 
. Prem. . 


- insist} 
14.15(2) 


15 .15(2) 
14.15(8) 


15.5 
14.25 


OHIO—Quotations of 8.0. Ohio for deli to 
Ohio points: Sexe pt! 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


(2)14. 5-15.25 
4.25-14.75 


Prices herewith are reproduced from Platts OJILGRAM Daily Oil 
with National Petroleum News, whose r 
ves in all NPN-OILGRAM offices devote their time exclusively 
to porting oil industry prices everywhere. 
Pp. shown in tables are — prices or quotations or general offers 
y pipeline terminal operators, and by 


Price Service, associated 


or posted prices by refiners, b 


CALIFORNIA 


Los Angeles Dist.: 
90 Oct. Prem.” . .. aa es 


San Francisco Dist.: 


San Joaquin Valley Dist.: 


80 Oct. Reg. 


Kerosine, Gas & Fuel Oils 


OKLA., Group 3 (Okla. shpt.) 


8(2) 
x(2)$1 .15-1.30 


OKLA., Group 3 (Northern a a 
41-48 w.w............ 


(2)7.75-8 
x(4)$1,15-1.30 
MIDWESTERN (Group 3 basis) 


)8 .875-9 25 
4)8 .875-9 .25 


_. (8)8.625-8.875(2) 
. (5)8.625-8 875 

(5)8-8 125 

x(8)$1.15-1.30 

N. TEX. (Texas & New Mex. shpt.) 

NUR ne parame 9 .2-10(2) 
42-44 w.w. o% 9.625 
: (2)9-9.75(2) 

(2)$1 .20-1.75 


W. TEX. (Texas & New Mex. shpt.) 


$1 .625-1 .65 
$i .15-1.35 


tanker terminal operators; for current sales and shipments; for the busi- 


ness day or period stated; except Tank 
barges or cargoes or truck transport lots . 


fineries or terminals; in cents per + 2s except cent pe oy gh F $ sign is 
ex al 


shown; wax and 
for crude oil an 
ported as received by 
guaranteed ; 


no * 


Wagon 
bulk lots such as tank car, truck transpo: 7 


woducts tawh 
TL oducts fawfully" produced Pet 


roleum News but not 
for subscribers’ private use only and not for resale or 


prices A age for 
applying 
leatenated ed: FOR re- 
fees and open 
and transported; 
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distribution or sition 

and at times ecw withhold q 

ing of firm > but A OILGRAM the prices they otherwise 
to yy and 


Lg im * For f i 
any NeN—OILCRAM office or see back of any ny OILCRA M Price 
rvice i oe vad 


lete price service delivered daily from nearest O/LGRAM 
N land ouston, 


Subscription fate in U. S.: $150 per year, payable in advance. 


ARK. (For shipment te Ark. & La.) 

42-44 w.w.... avs 9.375 
Tractor fuel 10.25 
52 & below pi 

op So ceeze DL 4 : 8T 
No. 2 fuel , R 5 
No. 3 fuel........ ’ 1 
No. 4 fuel ; 1 
No. 5 fuel : 1 
No. 6 fuel ‘ 1 


WESTERN PENNA.* 
Bradford-Warren: 


No. 2 fuel 05- 
No. 3 fuel v's 11 .05- 
36-40 gravity fuel... 10 
Oil City: 
11.55-11. 
10. 
11-11 
ote 10. 75-11 
‘a 10.7 
36-40 gravity fuel. . 10 
ne: 


50 lees Diese! 

No. 1 fuel 11.4 

No. 2 fuel (3)10 .9-.11.1 

36-40 gravity fuel (2)10.9-11 
*Prices of some refiners are subject to 0.5c gal. 

summer-fill discount. 


11 .66-12 
10.9 


CENTRAL MICHIGAN 
(FOR Central Michigan refineries. ) 
12 .3-12.8 
12 85-13 .2 
12.3-12.8 
(2)11 5-11.85 
11.175-11.7 
(2)8 .25-10 
(2)7 .25-8 25 
(2)7-7 .8 


OHIO—Quotations of 8.0. Ohio for delivery te 
Ohio points: 

Kerosine.. 

No. 1 fuel 

No. 2 fuel Re 

Diesel (Light & Med.) 


CALIFORNIA 


San ro Valley Dist.: 
14.4-14.8 


Stove dist. (PS 100). 
San Francisco Dist.: 
Les font $00)..... 
fuel (PS 200)... .. 
Stove dist. -(PS 100)... . 


Los Angeles Dist.: 
40-43 w.w.. ‘cen 
Hae 


13.7-14.8 
(2)18 .8-14.2 
1.80-2.10 


Stove dist. 10 .5-14.7 


(Group 8 & Beg ny! ces are to blenders 
on freight basis Shipments may 
originate in any old Continent manufacturing 


FOB GROUP 3 
Grade 26-70... .......... 


FOB BRECKENRIDGE 


. 6.875 (Quotations) 


5.875 (Quotations) 


Rete of short supply, some sellers 


to new customers or 


which they confine to their 

and such prices STethod in the price tables. 
|. Mata, Research and are minimum 
t M is used to indicate that octane rating is 
urther details of price conditions apply 


Platt's 
Annual 
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Naphthas & Solvents KANSAS (For Kans., Dest’n. only) 


12.5 
‘OB Group 3) 

ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 

cee ens 18.676( New York Harbor. 18(4) 17(5) 
.125-18 .875 17.5(4) 16 .5(5) 
(2)14 125-14 .625 16.5(3) 


18.5(4) 17.5(5) 
Oil City: eees 17.5(8) 
Stoddard solvent 


Pittsburgh: 


OHIO—Quotations of S.O. Ohio for delivery to WESTERN PENNA. 
bay oe a ada (Bbls., carloads; tank car, 1 to 1 5c less.) 
. - naphtha . Snow white 7 .125-7 .75 
eS ee 17.0 Soft white............... . ‘6.757.875 (2) 
15.875 PND sa a0 0 de tis cea en 2 6 .625-7 .25 
Cream... Dit ecctsodebba 6. 125-6 .75(2) 
Soft yellow... eons fe a 5 .25-5.75 
18.25 Light eunber .. 5. 
CENT. W. TEX. (Track Trnspt. lots) 
Stoddard solvent 





ty SCULLY SIGNAL COMPANY  canbcant sr'"fos. 
Canadian Licensee: EMPIRE BRASS MFG. CO, LTD. Toronto, Ontario 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Boston 

















COMPLETE DAILY ot PRICE SERVICE 
DIRECT from the Nation's Leading Oil Centers 


Timely, reliable market information when you need it most—delivered 
at your desk—by fastest mail—every morning! Buying, selling, trading 
facts! Accurate, daily price reporting of more than 600 different prices 
of petroleum products from the nation’s leading oil centers. Rapid-fire 
market fluctuations compiled, recorded, produced and released through 
private wire facilities—backed by more than 30 years of expert NEWS 
and PRICE service publishing experience. SPECIAL!! One week trial 
subscription with our compliments. Just send your request on your regu- 
lar business letterhead. No obli- 
gation on your part whatsoever! 
Mail your request today! Platt’s 
OILGRAM Price Service, 1213 
W. 3rd. St., Cléveland 13, Ohio. 


Read OILGRAM Daily— 
MONDAY through FRIDAY 














Lubricating Oils 


WESTERN PENNA. 


Prices are for sales made, or offers reliably re- 
ported, to jobbers & compounders only. 


Viscous Neutrals—No. 3 col. Vis. at 70° F. 200 
Vis. _ at 100°) 420-425 fi. 
10 27.5 
26.5 
25(5) 


24.5 
23.5 
22(4) 


o_o vis. at 210°, 540-550 fl. No. 8 ~~ 
24.5 
(5)23-24 


(2)18-19 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment oo, 
a Stocks, vis. at 210° Neutrals, vis. at 100 
-i0 p. Dp. 


Neutral 0: epee 
Pale Oils 


Bright Stock—Conventional 
200 vis. D: 

DO id wccsccctcotece 
150-160 vis. D: 

10 p.p.. velgtivactias< 20 .5-21.5 
20.5-21 

120 vis. 

0-10 p. Pp kretoadhetanees> 20.5 


Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. (2)23-24(3) 


Neutral Oils—Solvent (95 v. 
‘0-180 vis.. 


Cylinder Stocks 
600 s.r., olive green 16.5 


GULF COAST—Solvent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright stock—Vis. at 210° 
a vis., 0-10 pour test, 
95 v 21.5-22.5(2) 


Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 


SOUTH TEXAS LUBES 

(Vis. at 100° F. FOB S. Tex., refineries for do- 
mestic and/or export shipment. ) 

PALE OILS: 

Vis. 


16 .75(6 
(2)17. 25-17 .75(4 
(2)18-18 .75(4 


16. 
(2)L7 .25-17 .75 
(2)18-18 .75(4 
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LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Commercial Industrial 
Propane 


WESTERN PENNA. 


White Crude Scale: 


122-124 A.m.p.... 
124-126 A.m.p.... 


(T.C., in Bulk) 


5(4) 
5(4) 


SEABOARD 


Melting points are AMP, 3° higher than EMP. 
oe are for carload lots. Domestic prices are 


or bbis., fully refined in bags or cartons. 


Crude Scale 
124-126 white. 


N.Y. Domestic N.Y. Export 
6.1(2) (2)5 .5-6 .1(2) 


Fully Refined: 


OGG: 3-3.) 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, pi 
line terminals and inland waterway barge terminals. 


Motor Gasoline 


. (2)13 85-14 .625 
. (2)12 85-13 .625 


Light Fuel Oils 


Ran ‘ oseeeee €20,.6-11.5 
No. es ow ve x9 .5-10.5 


Heavy Fuel Oils 
No. 5, low sulfur... . 
No. 6, high sulfur. 
No. 6, low sulfur. . 
No. 6, hiz salfar... 


; x6 .9-7 15x 

_.x(2)6.9-7.875x 
x6-3 375 

«(2)5.85-6 


Mexican Bunker Prices 


U. S. DOLLARS PER BBL. OF 159 LITERS 
Baner C Diesel 
(Ships Bunkers) 
Mexican Gulf 
$1.95 $3.75 
1.95 ded ¢ 
1.95 3.75 
Pacific Coast 
$2.60 $5 .65 
2.60 4.75 
2.60 4.75 


Pacific Coast 


(In Ships’ 
Bun , oF 
Deep Tank Lots) 
San Pedro, Calif... 
Portland, Ore... . 

Seattle, Wash. 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


Bunker C 
Fuel 
(P.S. 400) 
$1 .80(5) 
1.85(4) 
2.10(4) 
2.10(4) 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators. FOB their 
terminals. terage. 


Ships’ bunkers prices are exclusive of ligh 
92 Oct. 5 a 
Gasoline 
14.15-14.6 
13-14.1 


15 .2(7) 
(2)13.4-14.8 
13.4 


83 Oct. 
Res. Kerosine 
Gasoline No. 1 Fuel (*#) 
(2)10 .25-11(14) 
at t+ 


11.3 
11.1(9) 
il 


13.4 
; (4) 


No. 2 Fuel (*#) 


(2)9 .25-10(16) 
one -9 9(16) 


06-10 .3(10) 
9 85-10.1(9) 
10(5) 





i5.2(9) 
(2)18. 1-18.25 
115-125 


12.3 
14.2 


10.3 
(2)10 95-11 .2(14) 
11(5) 


(299 95-10 2(14) 
10 .2(5) 





(2)12 .25-12.3 
12-12.3 
(2)13 4-13 .7(5) 
13.7 
18 .4(3) 


4.3 
4- 4. 7(5) 
7 
4(3) 


10-10 25 


9. 125-9 25 
8 6-8 625(2) 
0 .65(8) 


10 2(2) 





5(3) 15(3) 
3.6 


12.6 
12.6 
13 .3-13.7 
13.4 


12.1 ato 03 rt} 33(2) 


i 05(7) 
11.1(2) 


9 96-10 1(10) 
9.1-9.3(2) 
8.7 


10 .05(6) 
10.2 





5-146 
4.4 


16 .7(4) 


10 .85-11.1(9) 
10 .75-11(9) 
11.8(5) 

11 .05-11 .3(8) 
10 95-11 .2(8) 


§ 85-10 .1(9) 
9 76-1018) 
10 .65(3) 

10 .05-10 .3(8) 
9 95-10 2(8) 





14 .4-14.7(3) 
14.2-14.6(3) 


13 .9-15 .35 


4-13 .7(5) 
2-13 .6(4) 


9-18 .85 


Gas House - 
Gas Oils 
(*#) No. 4 Fuel 


10.1 (10)$3.22-3.78 
: (10)3 . 19-3 .68 


3.98 
3.25(2) 
3.19 


No. 5 
Fuel 


$2.77 
2.74 
2.80 
2.74 


(50 cet., 55 d.i.) 


11.8(7) 
11.7(8) 
12.85 11(7) 


Diesel Oi! (*#) 
Shore Plants Shi 


1015-10 .4(7) 


10.7(4) 
10.5(5) 


$4 .34(4) 


34(4) 


Light Diese! (4) 
* Bunkers 
(45 cet., 45 d.i.) Ships’ Bunkers 


10 .65(7) 
10. 55(5) 


10 2(7) 


Heavy Diesel 


$4 .01(4) 


4.01 





Baton Kouge... 
do barges. . 
Boston 
Charleston 
Corpus Christi. 


2.42 


2.39 
8 .21(5) 


a4 74(2) 
10.6(6) 4.38(3) 
10.3(2) :80(2) 





Houston 

do barges 
Jacksonville. . 
Miami.... 
Mobile. . 


|. | RN 
10.65(6) 
10.65 (2) 


8.49 


746) 
4 473(6) 
473(3) 





New Haven.... 

New Orleans... Be 
jo barges.... .... 

Norfolk........ 10.45 

Pensacola. 


3.35 ‘ 
esie 2.42 
2 


es 39 
3.20 2.75 


10 .5(5) 
(2)9 .7-9.8 


743) 


10 .45(4) 4-34(3) 
x10.2t 


$.49(2) 





Philadelphia. . 


o barges.... 
Pt. Everglades. reas 
Portland....... abet 

Providence 21¢ 


10.2 3 .23(8) 


2.99(6) 


10 .25-10 .5(7) 


10 65(4) 
10.7(4) 
10 .6(4) 38 


344) 


473(4) 


4.014) 





ae 3 
Savannah. : aa 2.80 
Tampa , ye 
be ay ipa 
N. - 10.2 


10 .65(5) 
10 .55(6) 


10 .3(2) 30(3) 


(t)Correct since June 29; shown incorrectly in previous issues of NPN. 


No. 6 Fuel 

No Sulfur 
Guarantee 
Guarantee Barges 


$2.28(13) $2.25 (15) 
x(2)2.23-2.31(4) 2.25(4) 


No. 6 Fuel 
No Sulfur 


. Harbor. . 


(2)$2 .35-2 43 


No. 6 Fuel 
No. 6 Fuel Max. 1% 
Max. 1% Sulfur 
Sulfur Barges 
(2)$2 .35-2 40 


2.43 2.40 


4735) 
429~4 .431(4) 


$2 .25(10) 
2 .25(4) 





98 
32(6) 

2.23(2) 
98 


2.43 2.44 





4)1.98-2.00 
21(6) 


n 





| 





| == 
wen 
- 
— 





RS 





(4) 


(4) 
(4) 





BOND) FO PO HO PO| POND BO 
Bisse esses 


= 
w 


2,405) 


2428 84 


(*) At edule Comt sctunten cal 2 soon south of Maryland, and at “Tempe, pri 
bulk commerci: 


Charleston, Diesel oil 
to 0.5c gal. Brea Shi) susameer-til 
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prices, and prices at highs of ranges 
1 discount. 





1 .95(11) 
2.18(6) 
2.1518) 
2.00 


2.135) 


ces of some sellers to 


are 0.15c higher than prices shown above. (#) At points sorth of and including 
for kerosine and No. 2 fuel, are subject 


45 











REPUBLIC OIL REFINING CO. 


Refiners of 
ond Petroleum 
Marketers Products 








Texas City, Texas 














HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
FIFTH AVENUE, NEW YORK 20, N.Y 





BARKOW PETROLEUM CO. 


Barrelling MU -dalellals pn Ml elala ne 
DOMESTIC and EXPORT 
Richmond—Seattile 
P. ©. Box 335, Point Station 
RICHMOND, CALIF 








This Is Your 
Market Place! 

Write today for Advertising 
NATIONAL PETROLEUM NEWS 
1213 West Third 
Cleveland 13, Ohio 














PRICES in effect September 21 at Refineries and Terminals—Cont. 
Gulf Coast—Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB a U. 8S. Gulf, minimum of 20,000 bbis., and are by refiners only to other 
refiners, export agents, or tan terminal operators. The figure in parentheses after each price indicates 
the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 
Grade 115/145. ; 41-43 w.w. Kerosine 
Grade eps tif ‘ 9(2)-9 .25-9 .5-9 .625(8)-9 .75(8) 
: No. 2 Fuel 
8.25(2)-8.5(2)-8 .625(8)-8 .75(4)-8 .875 
Motor Gasoline Diesel & Gas Oils 
93 Oct. Premium 48-47 Diesel Index 8 .375-8 .75(2)-8 .875 
12 .75(3)-12 .875-13(2)-13 25 (2) 48-52 Diesel Index... .... .8.5-8.875(2)-9-9 .125 
12 .25(2)-12 375-12 6 53-57 Diesel Index............. 8 .625-9(2)-9 . 25 


. »  e11.75(8)-11.875-12(4)-12 25 
. 11.25 (2)-11.875-11.5-11.75 Heavy Fuels—Cargoes 


11(2)-11 .125-11.5 No. 5 Fuel, 0-10 p.t............... .$2.60-2 .65 
10 .6(2)-10 .75-11(2) Bunker “C” Fuel $1 .85(7)-1 .90(2)-2 .00 


Middle East Crude Prices 


(Prices are er bbl. of 42 U. S. gals., exclusive of local port or other geomnnentel charges, sales taxes, ete., 
if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per degree of gravity applies 
for gravities below and above those shown). 





Persian Gulf 
Crude Company Gravity Price Loading Port Effective Date 
Arabian Esso Export 36-36 .9 $1.97 Ras Tanura, Saudi Arabia 7-27-53 
Arabian M. E. Crude Sales 34-34.9 .93 Ras Tanura, Saudi Arabia 7-21-53 
Socony-Vacuum 36-36 .9 .97 Ras Tanura, Saudi Arabia 7-24-53 
Esso Export 36-36 .9 Fao, Iraq 7-27-53 
Anglo-Iranian 36-36 .9 Fao, Iraq 
Shell Petroleum 35-35 .9 90 Fao, Iraq 
Socony-Vacuum 36-36 .9 P Fao, Iraq 
Ange inten 31-31.9 .72 Mina-el-Ahmadi, Kuwait 
Gulf Exploration Mina-al-Ahmadi, Kuwait 
Anglo-Iranian Umm Said, Qatar 
Esso Export Umm Said, Qatar 
Shell Petroleum Umm Said, Qatar 
ny-Vacuum Umm Said, Qatar 
terranean 


Sidon,Lebanon 
Sidon, Lebanon 

Sidon, Lebanon 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Banias, Syria 

Tripoli, Lebanon /Banias, Syria 7-24-53 


ss 


BO 09 00 00 ee ee et ee 


SSSR 


a 


Esso E 

M. E. Crude Sales 

Socony-Vacuum 

= 
xport 

Shell Petroleum 

Socony-Vacuum 


noone pono ne ne 
SSSSSRs 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB deepwater 
terminals at ports named, and are subject to crude availability and company’s requirements; 2c per bbl. 
differential per degree of gravity applies for gravities below and above those shown, except for Lagunillas 
Heavy for which price shown applies regardless of gravity. Price applicable for each ‘© is that in effect 
at time vessel tenders for loading. For purchases made in fields, prices shown are basis for such purchases 
with deductions being made for terminaling and Ripe line services in accordance with published tariffs. 
Purchases by Creole not subject to contracts with Venezuelan government are made at prices established 
by schedule shown below less 1c per bbl. 


Price 
Crude Gravity API $/Barrel FOB 
$1.76 Las Piedras or Amuay 1953 
2.13 jamey 19538 
Las Piedras or Amuay \ 1952 
Amuay 
Amuay 
Amuay 
Las Piedras or Amuay 


Effective 
Da 


w 
i} 
a 


Tia Juana Light 


pito 
Capure (Pedernales) 


Sogn eben none co goneenan ne 
SSRRESRSSETS 


Aviation Gasoline Prices 


(Prices are for tank barges or truck transport lots; aviation gasoline meet sp 
F-5572, unless otherwise n .) 


District Grade 100/130 Grade 91/96 
s 4G) 





Baltimore, Md. ; : d 18.1 

‘ . 18.1 
Charleston, 8. C 5 18 
New Orleans, La. (Baton Rouge) : A 


Lake Port Terminals 
Detroit 
17.4 Seis 
15.9(2) J 
12.45-12.7(8) :... ere 
11.95(8) a 10.75-11.15 
mi ae 11.8-12.15 
11.2-11.45(8) ee 10 .3-11.15 


Sine 8.5a 8.1(4) 
8.85(2) 7.850 7.85(4) 
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Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 
ime taxes, shown in 
separate column, inciude ®t federal, sr Keres saree, also city and 
‘erosine ta’ wagon prices 
where levied are indicated in 


inspection fees as shown in next column, 


county taxes as indicated 


in footnotes. 
also do not include tares; 


kerosine taxes 


footnotes. Discownts, if any, are shown in footnotes. 


Atlantic ee ek 
Refini Regular Cred No.1 No. 2 
mg Dir. ) Pea Post 
T. w. Taxes T.W. T.W 


=" 
J 


ecoocoe 





aw » o:: Omncoca: 
a ee ee ee 


:-so: 0 o 





an ACD CONSNNOO 
aan avon woonvonnes: 
CO OCHBAMRAAAGQAAM- 
eo sooo osooSsooSoo. 


Mineral Spirits V.M.&P. 
T.W. T 


Heavy Fuel Oile—T.W. 
io. 


Philadelphia, Pa. 


Discounts: 
Kerosine and Nos. 1 & 2 
discount of 0.75¢ allowed at Wiles » Del., 
= Pennsylvania points; 0.5c at all ’ other 
ints. 


N 3 

Kerosine—Thru Pa. & Del., add ic per 
gal. for t.w. deliveries of less than 100 gals. 
at one time. Camden—Add le for deliveries of 
100-299 gals., 2c for less than 100 

Mineral Spirits prices also apply to Stod- 
dard Solvent. 


Cont’! (N. B. Prices are Continental's tank- 

wagon prices. Current selling prices 
Oil may vary from those shown because of 
local conditions. ) 


Conoco Demand 
N-tane (3rd Gaso- 
oe) = Grade) line 


@ 
—) 


NaNonNoODooSoooos 


QO GO OO © GO GO GD ~3 00 GD OD OH GD OD GO 
misiowebesasonnea: 


t-te 
WOmOnane-? 


taxes: 


Taxes: 
Gasoline tax column includes these 
A e, le; 


Tbuquerque ell, 0.5c; Santa 
Cheyenne, ic; Casper, ic. 

Discounts: 

Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5¢; 
400 Hy and over, deduct ic. 


Netes: 
T.W. prices are to consumers and dealers. 


fort Sept. 21, 1953 pee by principal marketing companies ot 
headquarters’ v vivon, 


Inspection fees per 


— otherwise 


2/2803 Kans. 1/100c; 
Nev. 1/20¢; N. C. 
1/40c; Tenn. 2/5c; 
These prices in 

CHEVRON 


Standard of 
California Renter) to 87 


400 Gals. & over 
San Fran., Cal... mt + 
; 20 


Phoenix, Ariz... . 


24. 
20 
20 
32 
21 


WOM OARWARAH 
Coe. oe Po re.) 
ee D123 SOOO @ 
coucouaamounoocoo 


Standard Standard 

Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
T.T. T.T. OU T.T. T.T. 
(400 gals. & over) (ex all taxes) 
7 14.2 
13.7 
15.0 
17.1 





DAMWOAH De DDD 
: Grote bem totem Monte 


Boise—Se gas tax applies to motor fuel 
only avgas taxes are 2c federal, 2.5¢ state. 
Salt Tc gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
sta 


onpionolulo—8. Se gas tax ap 5 to ey! fuel 
; taxes are 2c federal, 3.5c terri- 
torial. “Standard Diesel /furnace ay “price is 
ex le territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 
Notes: 
Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 


(excluding 

Aviation 80/87) where 0.5 differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Coun Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 

rices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Spokane, Boise, 
and Salt Lake, which are 2.0c gal. higher— 
than Chevron (Regular) for quantity deliv- 
ered. For less than 40 gal. deliveries, add 
5.0c gal. to 400-gals.-and-over price, except at 
Honolulu, add 5.0¢c gal. for less than 40 gals. 
(Marine) and less than 100 gals. (Shoreside). 
Add to Chevron Aviation 80/87 quantity de- 
iivered. prices, 2.0c for 91/89, 5.0c for 100/130 
and 8.0c for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
ee een opp « BARE 
8e; 200-399 gals., add Ic; ae gel. add 4c; 
tank caritrek trailer, deduct 1 Salt Lake 
City ted tank truck price is ‘7 minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For mam wT 40-199 


ga add 5c. 
* Standard ‘No. 2 Burner Oil. 
x Effective Sept. 1. 


Humble 
Gasoline Gaso- Kerosine 
Regular line Tank Re- 
T.W. Retail TaxesWagon tail 
- 14.8 20.1 6.0 18.8 17.5 
13.8 17.5 
d 18.38 17.5 
20.3 : 13.3 17.5 


Notes: 
T.W. prices are to all classes of dealers and 
consumers. 
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1/40c on gasoline; Ark. 


subject to ° correction. 
both gasoline and kerosine prices, 
, are as follows: 


1/20c; Fila. 1/8c; Ill. 3/100c; Ind. 
1/32c; Minn. $/200c; Mo. 1/28¢; Neb. 2/100c; 
i. D. 1/20c; Okla, 2/25¢; S. C. 1/8; S. D 


-» included in 


and Wise. 3/100c. 
Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/Sc. 


Ease Gasoline 
(Regular Grade) 
Gasoline 

Cons. Dir. 
T.W. Taxes 
15 


Esso 
Standard 


Atlantic City, N. J.. 
Newark 


> : “ 
| Rene CON aH awonmaermHnme 


eee eons pnonoerannetnswseaensameveetl i 
nnebuarenonconneeancsneacuassnaee’ 
mocoooocooooooseooosooooosesoooosco 


SOCCOSSCCOC OCS CECOCOCOC CO 24111SSSSSABZVAS 


COnH OAH Awe: - 


‘NaphthasT.W. & Steel Bhis 
in. Spirits V.M.&aP. 


19.5 
26.5 


0 
0 
7 
5 

0 
0 
2 
0 


FUEL OILS—T.W. 
No.1 No.2 
Atlantic City, N. J. 14 1 
Newark... 


- 4 


No.4 No.6 
$3.744 $2.886 
3.79 2.85 
4.06 2.89 


- 
CBrmemw 


om) 
or ubLnnbounetie 


burg 13 
‘axes: Louisiana kerosine prices do not include 
le state tax. 
mts: Summer-fill discount of 0.5¢ allowed 
on kerosine and Nos. 1 & 2 fuels. 
Notes: Kerosine No. 1—Atlantic City prices are 
A pe a gals. or more; add le fo 
299 gals. 2c for less than 100 gals. 
“a. py me ye ice is for ‘oie. delivery of 
1,060 gals.; for very of 2,500 gals. price is 
$2.83 per bbi. 


4 (Prices are per im gal.; to 
a +a enemiaas 


zasoline 


St. soap we. T 
Halifax, N. : 


eenenmeese | 
CCeeRAGH Heh Rw 
ecooccooooo coo 
“SRRRENNRRRS eee: 
Cea RASe ee NO 


Taxes: Gasoline taxes are provincial taxes. 


b 
| 





PRICES in effect September 21—Tank Wagon—Cont. 


Secony Vacuum 


Mobi Aircraft 
a rade Grade Mobilgas (Regular Grade) 
100 «=(Cons. ir. Con Mobil Kerosine 


91 Se Diese’ 
Taxes : T. ww. te. T.W. TH. TK. F.7. T.Cc. Yard T.W. T.C. 
a Lay City: 


araIwo: 





et eet et ek et ee 
- er. me DOCONM rH poR tere: re - 
tO! pre Repowne- ara 
_ —— ee pt et et et et et et et 
+ Of Or RroCNwrerKoo: OS 


> WORM: Mowe: 


15.9 ‘ 8 LA eer 
15.2 15 2 aye 15.3 
16.1 16. 5 12.5 ovina 
Buffalo N. Y. City Rochester Syracuse 
19.5 18.0 20.5 22.0 
Vv. M. & P, 21.5 19.5 22.5 23.5 21.5 21.5 
f pris ex 3% city sales tax, Syracuse prices ex 2% city sales _ agyiite to price of gnecline (ex tax). 
ints: Mobil Eeresine “ Mobilheat—New York City & Mt. Vernon prices suject to 0.5c discount, except on tank wagon discount is applicable 
only to deliveries of 300 gals. or more; all prices (tank car, yard & tank wagon) at on other points subject to 0.5¢ discount. 
Mobilfuel Diesel—New York City (Kings & Richmond) tank car prices subject to 0.5¢ discount; New York City & Mt. Vernon tank wagon prices 
subject to 0.5¢ discount on deliveries of 800 gals or more; tank car and tank wagon prices at all other points subject to 0.5¢ discount and tank 
wagon prices subject to additional 0.5¢ discount on deliveries of 800 gals. or more. 


Notes: Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


Ohio Standard 


20 im Gnd on MEN =I ODE OOANwwomMrmMmdepnl 
CaADEANANOEO. RAOAMNSOAwWOWMR: 


mown enoamem: ; 


Sohio X-Tane Gasoline 
‘tion om T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 


Con- Re- S.R. D.C. VY. Sohio 
Avia. A sumer Sol- 
80 9 100 T.W. 


19.4 


eococoooooooo 


27. 
27.75 


Taos Senser cpeeetans can purchase aviation gasoline less de per eal. State Road Tax by supporting purchase wit! 
- supplier. 

Discounts: Sohio Aviation—on contract to hang2r operators and resellers, 2c off consumer t.w. 

Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more. 59 to 99 gals. add ic per gal., 1-49 gals. add 2c per gal. 


oa aan & Solvents—T.W. and drum prices are for deliveries of 50) gals. or more. For other deliveries :150-499 gals., add 2c; less than 150 
gals., a 


Renown (ented grade) gasoline prices are same as X-Tane unless otherwise noted. S.S. prices are at company-operated stations. 
Indiana Standard 


Tank wagon prices listed below were obtaired ty == ccrrespcndents who visited Standard of Indiana 
bulk plants were the company’s prices are publicly pested. 


~ 
SENEEBEBEEEBE 


coooocoooooooo 


9 
1 
= | 
Pp 
ok 
a 
1 
9 
1 
| 
1 
1 
1 


oN 
SUSESSESESEES 
coooooeoooooo 
SERBELSEBES 

cocoocoooeoooo 
BRRBREREEEEEE 
wa yaaa asyaaan 
way aaaaaaaaa 


a 


tate Tax Exemption Form 





Red Crow Stanctes Furnace O18 —__—_—__. Kentucky 
(Reg. Grade) Caso- Kero- 100 100- 100- 175- 350 1,000 Standard 
Cons. Dir. line sine 1-99 gals. 174 «63349 999 «gals. gale. 
T.W. T.W. Taxes T.W. gals. &over gals. gals. gals. & over & over 
18.3 6.3 7.0 hs eb eSicihaeiet: dees sitet 


y 
° 
= 


14:3 heed, “eewel. diese 
ma; 0S; Eee 








ll ll eed land 
OI ~I-I “IO 
AIT Awe Bo 


AAIAIDARIIAMH 

cocooscoom 
ad dad dd dd 
ARARAARAARAMH 


et eo ere ter 


14:8 1t) i456 
Fire-Chief Goasiine 


~ 
o 
ow 


= see 
SOweCCsS2wmewmoovvvvrwvve 
cooooooooooooocoocoo 


tax 3 7 Jen A. 

county taxes: Mobile, 2c city; Birmin le 

county; Montgomery, 1c city & le county; Pen- 

—_ le city. Other ron not included in 

ine, ~—* etomany. ker- 

city tax. Des M p= my le; Mississippi, kerosine 0.5c. 

oil prices do not inc Notes 

where applicable. ” Notes: Dealer t.w. prices apply also to all classes A t.w. prices are same as net dealer 
*“Temporary” price. of consumers with minimum delivery of 50 gals. prices. 





ver 
. Louis, Mo., 


tt tt tet et pet et 
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DISPLAYED: Sévertinnmeme 
0 per column in: 


“Business Opportunities”, 


Ey Fe ee Minimum 
insertion. 


charge $7.50 per 


an Se eee Wee ee ER, Pe 





CLASSIFIED 


“Positions Wanted”—15 cents a word. Minimum charge $3 per insertion 
my 3.5 Box number counts 2 
UNDISPLAY Sale’ Wanted to + ae Kane Wanted”, two weeks preceding 


Copy must reach us by Wednesday. 


date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash di on classified advertisements 








Position Open 


RAuEse: EXPERIENCED RECAPPER with 
Company background. Free to travel. 

th commissions for right man selling new 

type Camelback and tubes. State 

preference in first letter. Box 822. 


For Sale 


TRANSPORT FOR SALE—1947 Diamond T 
tractor with 1942 Fruehauf Trailer, 4000 gal. 
capacity. Good tires. Phone 76 or write 
Sumner Oil Company, Sumner, Iowa. 


. by ’ 
Harriman Oil Co., Inc., rriman, Tennessee. 


FOR SALE: ONE 4000 GALLON, THREE 
—— mt, Fruehauf Trailer. Excellent 
condition. Priced to sell. Call—write—Indland 
Oils, Box 224, Ft. Wayne, Indiana, Harrison 
4369. 





An advertisement in NPN's 
Classified Section will bring 
you quick, effective results 
at low cost. 

NATIONAL PETROLEUM NEWS 


1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 














TRANSPORTATION 


Two New Products Lines 
To Cost $170 Million 


Two multi-million dollar pipe line 
projects were caught in the transporta- 
tion spotlight last week, one, from 
Chicago to Wisconsin, definitely in 
the works and the other, from Texas 
to New Jersey, still on the fence. 

The newly incorporated Badger 
Pipe Line Co., of Bartlesville, Okla., 
announced it will start building its $15 
million petroleum products line from 
Chicago to Madison, Wis., next 
spring. Jointly owned by Cities Service 
Oil Co., Sinclair Pipe Line Co., Pure 
Oil Co. and The Texas Co., the line 
will be built and operated by Cities 
Service Pipe Line Co. 

And American Pipe Line Co. ap- 
plied for a rapid tax write-off on its 
proposed $156,250,000 products line 
from Beaumont, to Newark. 

American’s line was revealed as an 
apparent substitute for a previous 
project submitted by the U. S. Pipe 
Line Co. According to an informed 
source, both companies are under one 
control. 

The U. S. project has been tied up 
by court action for some time with 
no final action expected in the fore- 
seeable future. The source said this 
application probably would be with- 
drawn. It is speculated that the newer 
project was drawn along lines the 
company hopes will avoid similar legal 
snarls. 


Court action was brought by barge 
operators over a “guaranteed tender” 
type of contract ‘offered by U. S. to 
would-be customers. An official con- 
nected with the barge operators indi- 
cated that they probably would ask 
the Office of Defense Mobilization to 
refuse the tax write-off grant. 

The Petroleum Administration for 


Defense is expected to make a recom- 
mendation on the tax write-off in the 
near future. Final decision by the 
ODM likely will follow shortly. 

First in Wisconsin—The 215-mile 
Badger products line will be the first 
in Wisconsin. Originating in East Chi- 
cago, Ind., it will serve the metropoli- 
tan Chicago, Rockford, Ill., and Madi- 
son, Wis., areas. The system will con- 
sist of 197 miles of 12-inch line and 
18 miles of 10-inch line and have 
three pump stations. Initial capacity 
will be about 65,000 b/d. 

Badger also will purchase an ex- 
isting eight-inch products line extend- 
ing northward from Peru, Iil., to 
Rockford, a distance of 67 miles. 

Distribution terminals, to be located 
at Harlem Ave. (Southwest Chicago) 
and Des Plaines, Ill., will permit the 
use of lighter weight tank trucks and 
will reduce hauling distances within 
the metropolitan Chicago area. This 
will expedite products delivery and 
cut the amount of heavy truck traffic 
in congested areas, Cities Service said. 
Other distribution centers will be built 
at Rockford and Madison. 


... in brief 


Seek Rate Rehearing—The National 
Tank Truck Carriers Assn. has asked 
the Interstate Commerce Commission 
to reconsider its decision which set 
rail rates in certain West and Midwest 
areas at 1.5¢ below tank truck rates 
on hauls above 75 miles. The case in- 
volved rates on petroleum between 
points in Colorado, Wyoming and 
parts of South Dakota, Nebraska and 
Kansas. The carriers complain that, 
although the decision was supposed to 
be based on a comparison of rail and 
truck costs, no evidence was intro- 
duced as to rail costs for this traffic. 
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Furthermore, they say, the current 
supply of railroad tank cars is being 
used to capacity so that the “only ef- 
fect” of the decision would be “to 
switch traffic from railroads in other 
areas to railroads in the area here in- 
volved, with resultant revenues for all 
railroads combined on a lower level 
than they now enjoy.” The ruling 
gives shippers a “fleet of ships” with 
which they can beat down tank truck 
rates “to whatever low level is set by 
the railroads,” the truckers maintain. 
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IT’S Heil lightweight design that permits extra gallons in the tank .. . and 
puts extra profit in your pocket. Heil’s new-style 6000-gallon lightweight 
transport weighs half a ton /ess than the previous 5750-gallon unit. It 
hauls 250 gallons more per trip. So on a one-trip-a-day schedule, in a 
year’s time you can haul 100,000 bonus gallons .. . those are the extra- 
profit gallons you need in your highly competitive business. 

Heil bonus-payload transports are weight-engineered to meet road law 
limitations. They’re designed for even greater structural strength than 
former Heil models, which already led the field in stamina. Static and 
dynamic strain gauge tests prove this new Heil design has stress levels 
indicating amazing endurance. On the basis of long service life and free- 


dom from maintenance, as well as greater payload on every trip, Heil 
construction pays off when you balance profit against long term 
investment, 


Get the full story on a// the lightweight, rugged construc- 
tion features of Heil petroleum transports. Write today 
for details. 





























LEADERSHIP 


FIFTY-TWO 








1. Vaporproof rigid metal wiring con- 
duit and air lines lead from junction 
box (4) along inside of catwalk flash- 
ing and down through large diameter 
drain tubes to vaporproof light boxes. 
With air and electric lines at the top 
of the tank rather than underneath, 
they cannot be fouled or damaged by 
mud, snow, ice or road gravel. 


2. Heil triple-dished heads, strongest 
ever developed, have three deep- 
dished contours separated by integral- 
ly formed straight-edge surfaces to 
which closed box-section reinforcing 
channels are welded. Heads are dished 


TANK 


FOR 


YEARS 


and flanged in one operation by a 
Heil-built hydraulic press to assure 
precise uniformity. 


3. Manhole covers are lightweight, 
non-breakable pressed steel, equipped 
with 10-inch hinged filler caps, vents, 
and all necessary safety features plus 
a highly desirable self-locking latch. 
Cover is attached to manhole ring with 
non-sparking brass wing nuts. 








4. Combination junction and fuse box 
conveniently located at top of front 
head, eliminates possibility of fouling 
lines. 


5. Smooth outer shell with no unsight- 
ly tie bands. Uniformity in die-pressed 
heads assures perfect fit and a straight, 
true, lead-free tank. 


6. Large, fast-flow manifold is the 
common-header type. All piping is 
rugged thin wall stee! tubing with wide 
radius bends for unrestricted flow. 


7. Emergency valves in each compar)- 
ment meet all 1.C.C. requirements. 
individual cable controls are front and 
side of tank. Fusible plugs in top of 
tank are located directly over emer- 
gency valves. 





rHe HEIL €o. 


3037 WEST MONTANA STREET 
MILWAUKEE 1, WISCONSIN 


DEPT. 3793 


FACTORIES: MILWAUKEE, WIS. — HILLSIDE, N. J. 
Sales Offices: New York, Union, N, J., Washington, D. C.. 
Atlanta, Cleveland, Milwaukee, Detroit, Chicago, Kaasas City, 
Denver, Dallas, Los Angeles, Seattie; Rio de Janeiro, Brazil. 

















ABOUT OIL PEOPLE 


GOLF TOURNAMENT, sponsored in August by Premier Oil 
& Refining Co., at Longview, Tex., was attended by nearly 
2,000 oil men from all parts of the country. Among them were 
(seated, left to right): J. G. LePine, South Union Oil Co., 
Chicago; Ray Pentz, Globe Oil and Coal Co., Chicago; Charlie 
Mintz, Apex Oil Co., St. Louis; Robert McCoy, Gustafson 


Walter Hochuli, 
general manager 
of The Texas 
Co.’s New York 
City domestic 
sales department 
for the past eight 
years, is retiring 
due to ill health. 
S. C. Bartlett, for- 
merly assistant 
general manager, 
will succeed him. 
Mr. Hochuli will 
continue to serve 
in an advisory capacity, health per- 
mitting. Mr. Bartlett joined Texaco 
29 years ago as a service station pump 
operator in Denver. 

Other promotions in Texaco’s sales 
department: W. B. Hawks, former 
manager, dealer sales, headquartered 
in New York, has been made assistant 
general manager, administration. C. H. 
Dodson, assistant to the executive vice 
president, has been made manager, 
dealer sales. And J. E. Fritts, assistant 


S. C. Bartlett 


Oil Co., Chicago, and Bob Cope, Petroleum Trading and 
Transport Co., Tulsa. 

Standing, left to right: J. M. Thompson, The Texas Co., 
Houston; N. Y. Jones, Premier, Arp, Tex.; J. G. Mcllhiney, 
Du Pont, Dallas; Charles Towery, Du Pont, Housion; Dave 
Gustafson, Gustafson Oil Co., Chicago, and John Clymer, 


Allied Oil Co., Cleveland 


manager of the northern territory, 
headquartered in New York, has been 
made assistant to the vice president, 
domestic sales department. 


Lieut. L. H. Meece, following in 
the footsteps of his father, Brown L. 
Meece, vice president of Sinclair Re- 
fining Co., has entered the fuels 
branch of the Air Force and is sta- 
tioned at Olmsted Air Force Base, 
Middletown, Pa. 

He first was in charge of terminals 
throughout the U. S. for the fuels 
branch and recently was made special 
assistant to Col. Fourticq, head of the 
branch. 

While at Notre Dame, where he re- 
ceived his reserve officer commission 
at his graduation in June of 1952, he 
worked for Pure Oil Co.’s pipe line 
accounting department in his fresh- 
man year and in Ashland Oil and Re- 
fining Co.’s pipe line department be- 
tween his junior and senior years. 


Don H. Miller 
has been named 
manager of 
wholesale sales 
for Skelly Oil Co., 
succeeding the 
late Dan A. 

Breen. 

Mr. Miller join- 
ed Skelly in 1929 : 
as a service sta- ee 
tion attendant Don Miller 
while attending 
the University of 
Missouri. Follow- 
ing his graduation in 1932, he became 
a full-time employe in the quantity 
discount allowance department at 
Kansas City, Mo. 

Succeeding him as assistant sales 
manager, wholesale sales, is J. M. 
(Bud) Stringfellow, formerly manager 
of the Kansas City, Mo., wholesale 
division. Paul A. Tanner, assistant 
manager of the Omaha division, suc- 
ceeds Mr. Stringfellow. 
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A. Paul Elliott 
has been named 
as manager of 
market develop- 
ment for Leonard 
Refineries, Inc., 
Alma, Mich. 

Mr. Elliott got 
into the oil busi- 
ness in 1938 with 
Hickok Oil Corp. 
as assistant to the 
president, A. S. A. 
Hickok. For the 
past 11 years he 
has been director of sales and manager 
of Hickok’s bulk plant distribution, 
heading all sales activities of the par- 
ent and subsidiary companies. In his 
new post he will handle the acquisition 
of new business and new business lo- 
cations, and the general expansion of 
Leonard’s branded marketing pro- 
gram. 


P. Elliott 


H. G. South- 
worth has been 
made manager of 
operations for 
Gulf Oil Corp.'s 
Philadelphia sales 
division. He will 
have charge of 
plant operations, 
including the dis- 
tribution and en- 
gineering func- 
tions, and the 
marketing equip- 
ment at all bulk 
plants, water and pipe line terminals 
and service stations. Mr. Southworth 
joined Gulf in 1935 as assistant plant 
Operations manager in the Philadel- 
phia division. Prior to taking his new 
job he was general superintendent, 
plant operations, domestic marketing 
department. 


H. G. Southworth 


W. G. Lyden, owner and president 
of Lyden Oil Co., Youngstown, Ohio, 
has added new transports, built two 
new service terminals, and remodeled 
three others during the last three 
months. His future plans call for two 
new service stations per year, plus the 
building of a large truck stop. 


C. B. Beaulieu, owner and manager 
of Beaulieu Oil Co., Wenatchee, 
Wash., reports that he plans to build 
three new service stations in the near 
future and that he now has a total 
of three bulk plants. 


Milton E. Parker, assistant to the 
vice president in charge of marketing 
for Frontier Refining Co., Denver, has 
resigned to go into the jobbing busi- 
ness. He joined the company in 1949 
as marketing manager. With one high- 
gallonage station now, he expects to 
have several outlets by the time he 
actually opens his own company. 


Frank M. Perry, Bartlesville, Okla., 
vice president, natural gasoline and 
chemical operations, Cities Service Oil 
Co. (Del.), has been appointed a mem- 
ber of the API's general committee on 
refining. He is president of the Natural 
Gasoline Assn. of America. 


Ira M. Wilder, consignee for The 
Texas Co. in Oakland City, Ind., re- 
ports that he has purchased new and 
larger tank trucks equipped with new 
metering outfits, built a new service 
station in Princeton, Ind., and bought 
another in Oakland City. He hopes 
to become a distributor in the near 
future. 


T. C. Morrison, director, vice presi- 
dent, assistant treasurer and comp- 
troller of Forest Oil Corp., Bradford, 
Pa., has retired after 30 years with 
the company. Justin Kimball, former- 
ly with H. R. Cullen of Houston, Tex.. 
will succeed him as comptroller. 








Cuts service costs 


BUILDS 
CONSUMER 





This rugged little electric pump is. 
showing the way to increased con- 
sumer sales, and lower cost of serv- 
ice. Records show that farmers use 
more fuel when tanks go under- 
ground. Construction companies, 
fleet owners and others want depend- 
able equipment. You gain by larg- 
er, less frequent deliveries and low- 
er maintenance costs. Power-Pump 
is built to high standards for years 


of service. Reasonably priced. 
Call your Tokheim represen- 
tative. Write for literature. 


JOKHEIM 


TOKHEIM OIL 
DESIGNERS AND 
1650 WABASH A 


OF SUPERIOR 


SEE THESE FEATURES 
Weather-resisting finish—'/ HP motor 
—only 39” high— delivers approxi- 
mately 10 gallons per minute — built-in 
check valve and by-pass volve — 
meter optional — easily installed — 
has calibration adjustment for life- 
time occurecy — UL approved. 


General Products Division 
T. 


ANK AND PUMP COMPANY 


EQUIPMENT SINCE 1901 
FORT WAYNE 1, INDIANA 2 


VENUE 
Canedian Distributor: H. Reeder, 205 Yonge St., Toronto 
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' Robert Stoessel 


Five generations in the oil jobbing 
business in lowa are represented by 
12 year old Robert Stoessel. Robert’s 
father, Donald, is a Shell distributor 
in West Union; his grandfather Albert 
T., operates the Albert T. Stoessel Co. 
in Ottumwa; his great grandfather, 
Theodore, was organizer of the Stoes- 
sel Oil Works, and his great, great 
grandfather, Peter, started as an oil 
peddler back in 1893. 

Young Robert officially isn’t an oil 
jobber yet but he works on his father’s 
trucks and at service stations after 
school and on weekends and expects 
to take over the business some day. 

The original Stoessel in the oil busi- 
ness — Peter, started selling coal oil 
from house to house. His son, Theo- 
dore, served in Cuba during the Span- 
ish-American War and returned home 
with malaria. But for a few years he 
was able to carry on his father’s oil 
business and in 1909 organized the 
Stoessel Oil Works. 

Shortly thereafter Theodore’s son, 
the present Albert T. Stoessel took 
over management of the company and 
later changed the name to the Albert 
T. Stoessel Co. Albert’s son Donald, 
grew up in the oil business but de- 
cided to form his own company at 
West Union in 1934. 


Donald Stoessel 


Peter Stoessel 


Theodore Stoessel 


One of Albert Stoessel’s most prized 
possessions is a yellowing, well thumb- 
ed, 43 year old copy of National 
Petroleum News dated August, 1910, 
in which his picture appears as “the 
youngest oil jobber in the business.” 

The copy reads: “Permit us to intro- 
duce the youngest Independent oil job- 
ber in the business—within our knowl- 
edge—Mr. Albert Stoessel, 16 years 
old, representing the Stoessel Oil 
Works, Ottumwa, Ia. 

“Furthermore permit us to say this 
is no phony ‘youngest’ either, for 
young Stoessel is on the job and does 
business for the company. We're not 
ringing him in just because his father 
happens to be in the oil business.” 





Claude E. Kelley, director and sec- 
retary-treasurer, Graham Oil Co., At- 
more, Ala., has been named to the 
nine-member steering committee on 
water resources to prepare recommen- 
dations for a December meeting of 
Resources for the Future, Inc. 


Nevin L. Shade has been named 
construction superintendent of Gen- 
eral Petroleum’s marketing depart- 
ment, Southern California division, 
headquartered at Vernon, Calif. He 
has been with GP since 1945. 


Albert H. Carpenter, marketing as- 
sistant in Esso Standard Oil Co.’s New 
York City marketing department, re- 
cently was presented a three-diamond 
service emblem honoring his 40 years 
with the firm. Mr. Carpenter joined 
Esso as a clerk in the accounting de- 
partment in 1913. 


C. Edward Miller, chairman of the 
board of Time Oil Co. and Westoil 
Refineries, Los Angeles, and his wife 
are currently on a two-month ‘round- 
the-world trip. 


Robert S. Graham has been made 
treasurer of Cundiff Oil Co., Inc., 
California Oil Co. gasoline and hea 
ing oil representative in the New Jer- 
sey counties of Camden, Gloucester 
and Burlington. Cundiff’s general offi- 
ces are located in Bellmawr with a 
branch office in Mt. Holly. Bulk stor- 
age plants are at Billingsport, Bell- 
mawr and Mt. Holly. 


Woodrow G. Krieger, president, 
Douglas Oil Co., Los Angeles, will 
sponsor a scientific expedition to the 
Mexican West Coast next spring in 
search of poisonous fish. It will help 
continue the studies of the School of 
Tropical and Preventive Medicine at 
Loma Linda, Calif. The voyage will 
be made in a 96-foot converted mine- 
sweeper, a floating laboratory carrying 
technical equipment and radar. 


Howard L. Farrow, formerly lubri- 
cants supervisor of Richfield Oil Corp. 
and a member of Phillips Petroleum 
Co.’s Bartlesville, Okla., research de- 
partment, has been named plant man- 
ager of the Arthur C. Withrow Co., 
Los Angeles. The company produces 
cutting and soluble oils, greases, rust 
preventives and automotive oils. 


C. G. Bittner Wilfred Gaidry 


Clayton G. Bittmer and Wilfred 
Gaidry have been appointed division 
managers at Youngstown and Lima, 
Ohio, respectively, by the Standard Oil 
Co. (Ohio). Mr. Bittner succeeds For- 
rest H. Kennedy, who will retire Dec. 
1. Mr. Gaidry, who is manager of 
consumer sales at Dayton, succeeds 
Mr. Bittner. 

Mr. Kennedy joined Sohio as an 
Office boy in 1914. He became 
Youngstown division manager in 
1945. Mr. Bittner has spent 35 years 
with the company, joining Sohio as a 
clerk at Akron. Mr. Gaidry, for 12 
years an Atlas Supply Co. representa- 
tive, joined Sohio in 1943 as a pur- 
chasing agent. 
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HERE’S A HOLE 188,000,000 FEET DEEP! 


One hundred and eighty-eight million feet down! ... 
that’s the total feet of hole your American Petroleum 
Industry drilled in 1952. It represents the 48,800 new 
wells they completed throughout the United States. 
So what? ...So it means a greater reserve of oil than 
ever before in U.S. history. It’s oil 
needed to meet the all-time peak de- 
mand of the American consumer... 
estimated as high as 8,022,000 bar- 
rels a day in the last quarter of 1952! 
...and it cost the industry 4 billion 


CITIES 


dollars to produce these truly outstanding results! 

Cities Service drilled 375 miles of holes itself in 
1952, carrying on exploration activities during the 
year that extended over 26 states, and into Canada 
and Mexico, and produced 43,000,000 barrels of 
liquid petroleum. Citiez Service is 
proud to play its part in this tremen- 
dous effort to keep our standard of 
living the highest in the world .. . to 
keep America vital and strong for 


its role as the leader for world peace. 


SERVICE 


An important part of the American Oil Scene 
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NEW OFFICERS of Los Angeles Desk and Derrick Club are, left to right: Mrs. 
Dorothy Clancy, Sudduth & Co., recording secretary; Miss Louise Starkweather, 
Richfield Oil Corp., second vice president; Miss Minnie Hockett, Bankline Oil Co., 
treasurer; Miss Betty Goritz, Western Oil & Gas Assn., corresponding secretary; and 
Miss Jeannette Funston, Monterey Oil Co., president 


BALTIMORE officers of the new Desk and Derrick Club of Baltimore are, left to 
right, seated, Miss Dorothy Muirheid, Shell Oil, vice president; Mrs. Virginia Crist, 
Socony-Vacuum, president; and Miss Marilyn Thompson, Sherwood Bros, Inc., re- 
cording secretary. Standing, Miss Margie Schulmeyer, McComas Fuel Co., treasurer: 
Miss Helen Lucas, American Oil, corresponding secretary; Mrs. Brandell Lauten- 
berger, Crown Central Petroleum Corp., interim director; and Mrs. June Winogrodzki, 
Cities Service, board member-at-large 


COMING MEETINGS 


SEPTEMBER 


National Assn. of Oil Equipment Jobbers. 
third annual meeting, The Neil House, Co- 
lumbus, Ohio, Sept. 27-29. 
merican Soci of Mechanical Engineers, 
Petroleum Division Annual = a Rice 
Hotel, Houston, Tex., Sept. 27-30 


OCTOBER 


= State Petroleum Assn., Mark Twain 
Elmira, New York, Oct. 5-6. 

Tennessee Oil Men’s Assn., Andrew Johnson 
Hotel, Knoxville, Tenn., Oct. 5-6. 

Virginia Petroleum i ~ ~~ a meet- 
ing, R Hote! eo 8. 

California Natural Scomes yy, 28th an- 
nual fall meeting, Ambassador Hotel, Los 
Angeles, 8-9. 

Virginia Oil Men’s Assn., fall meeting, Roan- 
oke Hotel, Roanoke, Va., Oct. 9. 

Oil Progess Week, Oct. 11-17. 

Indiana Independent Petroleum Assn., Severin 
Hotel, Indianapolis, Ott. 14-15. 

Georgia Independent Oilmen’s Assn., fall con- 
vention and annual golf tournament, Bon 
Air Hotel, Augusta, Ga., Oct. 15-16. 

Texas Assn. of* Petroleum Marketers, fourth 
annual convention and trade show, Adolphus 
Hotel, Dallas, Tex., Oct. 15-16. 

Independent Petroleum Assn. of America, an- 
nual meeting, Texas Hotel, Fort Worth, 
Tex., Oct. 19-20. 

Seuth Dakota Independent Oilmen’s Assn., 
Pierre, S. D., Oct. 19-20, 

Western Petroleum Refiners Assn., regional 
meeting, Garrett Hotel, El Dorado, Ark.. 
Oct. 22-23. 

Pennsylvania Petroleum Assn., Pocono Manor 
Inn, Pocono Manor, Pa., Oct. 25-27. 

American Petroleum Credit Assn., annual con- 
ference, Hotel Biltmore, New York, Oct. 
26-28. 

National Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct. 26-28. 
Ind dent Oil C ders Assn., sixth an- 
nual meeting, Edgewater Beach Hotel, Chi- 

cago, Oct. 28-29. 








NOVEMBER 


Seciety of Automotive Engineers, transporta- 
tion meeting, Conrad Hilton Hotel, Chicago. 
Nov. 2-4 

Nebraska Petroleum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society of Automotive Engineers, fuels & lu- 
bricants meeting, Conrad Hilton Hotel, Chi- 

cago, Nov. 5-6. 

National Oil Jobbers Council, Sherman Hotel, 
Chicago, Nov. 5-7. 

American Petroleum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12. 

Assn. of American Battery Manufacturers, 
Edgewater Beach Hotel, Chicago, Nov. 18- 
20. 


DECEMBER 


Interstate Oil Compact C issi winter 
meeting, Skirvin Hotel, Oklahoma City, 
Okla., Dee. 4-5. 

Oil Industry TBA Group, annual nationa) 
meeting, Chase, Park Plaza, and Forest 
Park Hotels, St. Louis, Dec. 7-8 





JANUARY—1954 
Kentucky Petroleum Marketers Assn., Brown 
Hotel, Louisville, Ky., Jan. 6-7. 


Northwest Petroleum Assn., St. Paul Hotel, 
St. Paul, Minn., Jan. 14-15. 


FEBRUARY 
American Petroleum Institute, Lubrication 


Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 15-17 


MARCH 


Texas Oil Jobbers Assn., annual convention, 
Baker Hotel, Dallas, Tex., Mar. 8-10 


APRIL 


American Society of Lubrication Engineers, 
ap nnans Plame, Cineinnati, Ohio, April 
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Harold C. Logan—Assistan: Direc- 
tor has been with NC for more 
Can for more than 23 years. then 18 years. 


ryou 


Out of this laboratory comes better pack- 

aging—more economical packaging and 

oa C a faster packaging operation. Their cre- 

ative experimentation is a constant search 

for the new and the improved. Their ex- 

periments, tests and checking in every 

N AT i 0 4 A L Cc 8 N phase of cans and canning results in 
i... . et greater efficiency on YOUR line. Typical 
txecetive © me NATIONAL CAN service — where it 
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complete, 
clean drainage 


The complete, clean drainage of Wiggins 
Floating Roofs assures year-round protection 
against paint peeling, rusting, and dangerous 
accumulation of water. 

Wiggins Floating Roofs drain quickly ‘drain 
clean—because, they have the steepest pitch of 
all floating roofs. The patented Wiggins drains 
are designed to handle loads up to 6” per hour 
rainfall. Radial plates with radial welds prevent 
puddles from forming. 


Wiggins Hidek Floating Roof 
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Other Vital Wiggins Conservation 
and Safety Features 


Triple Seal Protection 

e Exclusive primary, secondary and top seals provide 
the most effective protection against vapor loss. 

Pontoons 

© Divided into multiple gas-tight compartments for safety 

e Deep and roomy, uncluttered with framework—for 
easy inspection, maintenance and repair 

Strength 

© Special Wiggins design gives optimum strength with 
the least amount of precious steel—better than normal 
safety factor 

Capacity 

e You get top-to-bottom use of tank capacity 


GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South LaSalle Street 


Chicago 90, Illinois 








